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37 YEARS OF CONFIDENCE 


Is Our Record 


The fundamental purpose of every investment is to use your funds prof- 
itably, so that regularity of income will be assured, and both principal and 
income properly protected. 








__ If your securities are intrinsically good they can be held to maturity 
without anxiety and worry. 


Collins Farm Mortgages will net investors 7% per annum and run for 
10 years, thus assuring the investor a maximum rate of income for many 
years * come, and long after present interest rates will have been materially 
reduced. 


_ Collins Farm Mortgages stand in a class by themselves as dependable 
income producers. 


_ During a record covering nearly 37 years there has never been one 
dissatisfied client, nor one investor who has waited 24 hours for his interest 
or principal when due. 


Our Service is comprehensive and offers absolute protection to our 
investors. 


If you have funds looking for profitable employment you will be inter- 
ested in our securities. 


A postal card will bring you our booklets ‘Why Collins Farm Mortgages 
are Safe’’, ‘“‘As Others See Us” and “‘8% Collateral Trust Bonds.” 


WRITE TODAY 


THE F. B. COLLINS INVESTMENT COMPANY 


Members Farm Mortgage Bankers Association of America 


Oklahoma City, Oklahoma 


Sales Office: 727 Monadnock Block, Chicago 
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The ‘Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World 


rs In Assets Gr t t n Business Placed C t t fs Service to Public 
In Income In Business Gained In Reduction of Mortality 
eatest In Gain of Each Eales In Business in Force Eales In Health and Welfare Work 





METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 
Business Statement, December 31, 1920 
Assets - . . - - - $ 980,913,087.17 


Larger than those of any de Cuge in the World. 


Increase in Assets during 1920 - - . - - §$ 116,091,262.62 
Larger than that of any other Company in the World. 


Liabilities - - - - - - - - $ 947,465,234.24 

Surplus - - - - - - . - - $$ 33,447,852.93 

Ordinary (annual premium) Life Insurance paid for in 1920 $1,062,389,920.00 
More than has ever been placed in one year by any Company in the World. 


Industrial (weekly premium) Insurance paid for in 1920 $ 589,560,231.00 
More than has ever been placed in one year by any Company in the World. 


Total Insurance placed and paid for in 1920 . - $1,651,950,151.00 
The largest amount placed in one year by any Company in the World. 


Gain in Insurance in Force in 1920 - - - - . $1,036,360,080.00 


More then has ever been gained in one year by any Company in the World. 
The Company GAINED more insurance in force both in 
1919 and in 1920 than any other Company WROTE 
Total amount of Outstanding Insurance - . . $6,380,012,514.00 
Larger than that of any other Company in the World. 
- $ 23,899,997,00 


Number of Policies in Force December 31, 1920 
Larger than that of any other Company in America. 


Gain in Number of Outstanding Policies - - - $ 2,129,326.00 


More than any Company in the World has ever gained in one year. 


Number of Claims paid in 1920 - - - § 312,689.00 
Averaging one claim paid for every 28 seconds of each susieee day of 8 hours. 
Amount paid to Policy-holders in 1920 - - - $ 81,257,393.70 


Payments to policy-holders averaged $556.86 a minute of each tentaen day of 8 hours. 


Reduction in general mortality at ages 1 to 74 in 9 years, 22.7 per cent. 
Typhoid reduction, 72 per cent.; Tuberculosis, 40 per cent.; Heart Disease, over 19 per cent.; Bright's 
disease, nearly 27 per cent., Infectious Diseases of children, over 28 per cent. 


In general reduction and for each principal cause of death this is far greater than that shown by statistics 
of the Registration Area of the United States. 


Death Rate for 1920 on the Industrial business lowest in history of Company 

Dividends declared payable in 1921, nearly - - - - $11,000,000.00 

Metropolitan Nurses made 1,625,271 visits in 1920, free of charge to sick Indus- 
trial Policy-holders, including 14,667 visits to persons insured under 
Group policies. 

Metropolitan men distributed over Eighteen Millions of pieces of literature on 


health— 
Bringing the total distribution to over 213,000,000 exclusive of Company's health magazine of which 
over 18,000,000 are annually distributed. 
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METROPOLITAN LIFE 
TO WRITE DISABILITY 


Has Opened Accident and Health 


Department for Commercial 


Business 
IMPORTANT DEPARTURE 
Stewart M. LaMont Has Been En- 

gaged to Take Charge of the 
New Business 
NEW YORK, June 29.—The an- 
nouncement that the Metropolitan Life 
will enter the accident and health field 
actively was no great surprise in this 
city because it has been known for 


some time that the company was con- 
templating this move. A few months 
ago it joined the Bureau of Accident & 
Health Underwriters. President Haley 
Fiske in the announcement says that 
the charter was amended some time ago 
to enable it to write disability insurance. 
Heretofore it has written disability only 
in connection with group risks. 
LaMont Is Department Head 


The head of the new accident and 
health division will be Stewart M. 
LaMont, formerly assistant secretary of 
the Indemnity Insurance Company ot 
North America. He has had a broad 
experience in the accident and health 
business. For several years he was 
connected with the Pacific Mutual Life. 
For 16 years he was in charge of the 
accident and health department of the 
Metropolitan Casualty, which business 
was taken over last year by the In- 
demnity Insurance Company of North 
\merica. Mr. Fiske says that Mr. 
LaMont severs his connection with the 
Indemnity Insurance Company and be- 
comes connected with the Metropolitan 


with the cordial assent tempered by the | 


sincere regret of the officers of the first 
named company. Mr. LaMont will be 
assistant secretary of the Metropolitan 
Life 

WII Prepare Supplies 


In commenting on the departure of 
the Metropolitan Life, Mr. Fiske says: 
“With our strong interests manifested 
in many ways in health work and 
the study of hygienic conditions we 
have now determined to begin the issue 
of accident and health policies upon in- 
dividual lives.” Mr. LaMont will be- 
gin at once the preparation of policy 
contracts and tables of rates. It is 


so 


announced, however, that the minimum | 


policy of death from accident will be 
$5,000 and the minimum weekly in- 
demnity will be $25. Accident poli- 
cies ior this minimum amount without 
the health insurance will also be issued 
it desired. 

Move Is an Important One 


The entrance of the Metropolitan into 
the accident and health field marks the 
hrst great industrial company to estab- 
lish a regular disability department. The 
tendency of the times is apparently for 
companies to write full covering per- 
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FIX CONVENTION DATE 





PLANS FOR AGENCY OFFICERS 


Will Hold Next Meeting in Chicago 
Nov. 10-11—“Better Education 
of Agents” Theme 


Isaac Miller Hamilton, president of 
the Federal Life and chairman of the 
executive committee of the Association 


of Life Agency Officers, announces 
that the next annual meeting of that 
organization will be held in Chicago 
Nov. 10-11. The executive committee 
will meet in Chicago Nov. 9. Plans 
for the next annual meeting of the 
organiaztion were outlined at the re- 


cent meeting of the executive commit- 
tee held in New York. 

“Better education of agents” 
general theme selected for the next 
gathering, and the addresses and dis- 
cussions will bear upon this important 
topic. There is a great deal of interest 
being manifested in the Life Agency 
Officers Association and it is expected 
that the next meeting, which will be 
the fifth annual convention, will be 
tully up to the standard of the meetings 
which have preceded it. The commit- 
tee on program and arrangements ap- 
pointed is as follows: William E. Tay- 
lor, vice-president, Equitable Life of 
New York: Winslow Russell, vice- 
president and agency manager, Phoe- 
ix Mutual; Edward D. Field, superin- 
tendent of agencies, National Life of 
Vermont, and George H. Hunt, super- 
intendent of agencies, Imperial Life of 


the 


1s 





Canada. 
sonal insurance, giving life insurance, 
death indemnity by accident and 


are 
lines 
in- 


the major lines 
and the minor 
and monthly 


other words, 
death indemnity 
are the’ weekly 
demnity to be given for time | 
interruption. The Aetna Life and 
Travelers have made mighty strides, not 
only in life insurance, but in writing | 
accident and health. The Equitable Lite 
of New York established its disability | 
| department a few years ago largely for 
the benefit of-its agents. The Equitable 
was not keen about entering the acci- 
dent and health field as a premium pro- 
ducer as it was to give larger service | 
to its agents and policyholders. It | 
would not be surprising to see other | 
companies enter this line, being forced | 
into it by competitive influences. 


In 


Many Writing Both Classes 


Almost all companies now issue the | 
total and permanent disability clause 
and the double accident indemnity. | 
Many of the smaller companies are now 
| writing life, health and accident. They 
have found it remunerative. They have 
attracted agents that they could not get 
otherwise. It is a big talking point in 
getting business. The Columbian Na- 
tional Life. Reliance Life, Connecticut | 
General, Federal Life, National Life, 
U. S. A.; Business Men’s Assurance, | 
Pacific Mutual Life, Old Line Life of | 
Milwaukee, Wisconsin National Life, | 
Gem City Life, Provident Life & Acci- | 





dent of Chattanooga, Occidental Life | 
of California, Columbus Mutual, Life 
(CONTINUED ON PAGE 16) 


monthly benefits for injury or sickness. | 


| ance business. 


ing to over $2,.000,000.00, 
New York Fraternal Sued 

Twenty suits to compel the Catholic 
Benevolent Legion, an assessment con- 
cern of Brooklyn, N. Y., to pay the full 
face of its certificates have been insti- 
| tuted in the state supreme court. One 
of the litigants complains that she re- 
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KINGSLEY GOES ABROAD 


WILL LOOK AFTER BUSINESS 


a Message to Men on Firing 
Line 


President Darwin P. Kingsley of the 
New York Life shortly for 
Europe and expects to return in’ early 
September. Mr. Kingsley in announc- 
ng his trip to the field says that busi- 
ness of importance, growing out of the 
outstanding insurance of the company 
sbroad, seems to make the journey ad- 
visable. Second Vice-President Walker 
Buckner has been in Europe for some 
months in connection with the com- 
pany’s business. President Kingsley 
speaks as follows: 

“The European business in 
shape and will be closed out with ad- 


1s to leave 


1s 


vantage to the great body of policy- 
holders. 
“The half year is past. Your work 


has been admirable under difficult condi- 
tions. Your spirit has been aggressive 
and optimistic. Naturally the 
have been satisfactory. The real sum- 
mer season is now on. That in itself is 
a kind of handicap, as men order their 
lives. 
Jan. 1 to June 30 will overcome 
and will also overcome for your pur- 
poses what is left of the depression in 
general business May even your 
— of rest and recreation be profit- 
able. 


State Mutual $100,000 Club 


At the 
“$100,000 





convention of the 
the State Mutual 


annual 
Club” of 


Cohn, Cleveland, was elected presi- 
dent; Harry Miller, Pittsburgh, vice- 
| president; James A. Meilson, Jr., Buf- 
falo, secretary and treasurer. The new 
executive committee consists of John 
H York, Cleveland; Charles’ R. 
Gowen, Syracuse, and William  B. 
Coxe, Greenville. Every one of the 
100 present at the convention showed 
the same optimistic attitude towards 
conditions, present and future. 

Samuel H. Cohn, who has made the 
greatest record of paid for new busi- 
ness in the history of the company, 
read a paper on “Opportunities on 
Every Side.” He showed the value of 
using every possible contact. He cau- 
tioned against lack of confidence, ag- 
gressiveness, determination and opti- 
mism. The two-day session was filled 
with talks on all aspects of the insur- 


Joshua B. Clark, retiring president 
of the club, presented President Burton 
H. Wright with applications amount- 


ceived but $135.17 upon the $1,000 policy 
of her father, who had been a member 
of the order for 35 years. The Legion 
reduced its benefits recently under an 
order from the New York department, 
which held its assessments inadequate 


President of the New York Life Sends | 


good | 


results | 


But work such as you did from 
that, | 


| Life at Swampscott, Mass., Samuel H. | 
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LOCKWOOD HEARINGS 
POSTPONED TO FALL 


Unlikely That Committee Will Go 
Further Into Affairs of Life 
Companies 


TO REFUTE STATEMENTS 


Executives, if Given Opportunity, Can 
Show How Unwise Are Pro- 
posals of Untermeyer 


NEW YORK, June 28—Managerial 
policies of the Prudential and of the 
Mutual Life, especially as regards the 
investment of their vast funds, were the 
subject of inquiry before the Lockwood 
Committee last Further 
hearings were postponed until fall, as 


here week, 

Samuel Untermeyer, the chief counsel, 
| plans to spend the intervening months 
It is 
not anticipated that the affairs of the 
life companies will be further gone 
into, Mr. Untermeyer seemingly being 
of the opinion that the information 
| supplied him thus far is sufficient upon 
| which to base recommendations for 
new legislation. The data in hand, so 
| far as insurance is concerned is so 
voluminous that weeks will be required 
| for its perusal, following which the 
| committee will draft its report for the 
legislature, basing thereupon its recom- 
mendations for new statutes and for 
the modification or elimination of cer- 
tain laws now in force. 


| traveling and resting in Europe. 


Can Hefute Untermeyer’s Ideas 


It held inconceivable by under- 
writers that the legislature will accept 
without question the finding and rec- 
ommendations of the Lockwood Com- 
mittee, and if given opportunity the 
insurance men feel very confident that 
the views thus far expressed by Mr. 
Untermeyer can be shown to be not 
only unwise but decidedly inimical to 
the interest of policyholders. They 
point out particularly that if Mr. Un- 
termeyer’s scheme of compelling the 
investment of a considerable part of a 
company’s assets in real estate bonds 
and mortgages, or in securities of any 
particular character, be carried into 
effect in New York, other states will 
pass similar measures, with the result 
that all choice of investments will be 
taken away from the responsible man- 
agements, and they will fail to earn the 
return for their policyholders that is 
possible where freedom of action is al- 
lowed. 

Again it is noted that nearly 60 per 
cent. of a life insurance company’s as- 
sets is tied up in policy loans, a security 
of unquestioned worth, and a privilege 
granted the assured, denial of which 
would work grave harm. The very life 
of the companies would be seriously 
imperiled if the investment of their 
funds be so circumscribed by legisla- 
tive fiat, that the exercise of judgment 
upon the part of directors or trustees 
is denied, 
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to pay the full face of the certificates. 


Had Mr. Untermeyer’s idea of a 40 


























per cent, investment of. a company’s 
assets in bond and mortgage obtained 
during the war period, for example, 
the large subscriptions of the life insur- 
ance offices to the various Liberty 
loans, it is pointed out, would have 
been utterly impossible. Similarly they 
would have been unable to purchase 
state or municipal bonds in any appre- 
ciable amount, practically their entire 
funds, beyond the heavy sum recom- 
mended tor placement in bonds and 
mortgages by Mr. Untermeyer, being 
necessary in order to make loans to 
policyholders, 


Hughes’ Action Recalled 


The counsel for the Lockwood Com- 
mittee professes great admiration for 
the Armstrong laws, passed by the New 
York legislature in 1906, and in the 
course of his examination of life under- 
writers, he continually referred to these 
statutes. He failed to recall, however, 
or if he remembered the fact, gave no 
heed to it, that it was Governor Hughes 
author of the measures, who first signed 
the bill extending the period in which 
hfe offices must get rid of their vast 
holdings in stocks of railways, banks 
and similar institutions. Mr. Hughes 
appreciated, as did every other man 
who studied the situation, that if these 
aggregations of miscellaneous secur- 
ities were sold on the market within 
a limited time, it would create a finan- 
cial panic with all the attending gen- 
eral demoralization. He _ realized, 
moreover, that moneyed interests, an- 
ticipating a plight of the life insurance 
companies, were “bearing” the invest- 
ment market, hoping thereby to pick 
up the securities of the life offices at 
bargain prices. The law requiring the 
sale of all stocks held by life com- 
panies is clear, and so far as they have 
been able to do so without too great 
prejudice to the interest of their 
clients its mandate has been observed 
by the life company executives. 


Time Limit Extended 


For reasons already stated the five- 
year extension first granted by 
Governor Hughes has been renewed 
several times by the superintendent of 
insurance, who holds such _ power. 
During the past 15 years millions of 
dollars in railway, bank and kindred 
stocks have been sold by life com- 
panies, and that all such securities have 
not been gotten rid of is due simply to 
a desire upon the part of the responsi- 
ble officers to sell at better figures. 
That the market price for the securities 
is now far below what it was in the 
past is unfortunate, but the condition 
now existing could not have been fore- 
seen, for as President Peabody of the 
Mutual Life remarked, he “is not a 
prophet.” 

Fling at Life Presidents» 


Counsel Untermeyer could not fore- 
go the pleasure of a fling at the Asso- 
ciation of Life Insurance Presidents, 
asking if it were not an organization 
formed to influence !egislation. Un- 
fortunately,” the Mutual Life’s presi- 
dent replied, “it seldom accomplishes 
that result.” Here again Mr. Unter- 
meyer, if he were earnest in seeking 
complete information, might easily 
have learned that the Association of 
Life Insurance Presidents was organ- 
ized immediately after the sweeping 
Armstrong investigation, when _ the 
confidence of the general public in the 
life insurance institutions of the land 
was at a low point, and the need ex- 
isted for making clear the fact that, de- 
spite the numerous shortcomings 
shown to have existed in certain in- 
stitutions, the managements of which 
were promptly eliminated and the 
practices complained of abandoned, the 
institution of life insurance was soun 
to the core, and if given half an op- 
portunity the fact could be demon- 
strated. 

Stendfastly Served Purpose 


The general management of the 
newly formed association was placed in 
the hands of ex-President — Grover 
Cleveland, in whose sterling integrity 
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A. R. ROBERTS’ VISION 
WANTS GIGANTIC SKYSCRAPER 
Will Build 35-Story Office Building in 


Dallas if the Ordinances Do 
Not Stop Him 





DALLAS, TEX., June 29.—There is 
much interest here in the announce- 
ment that Artemas R. Roberts, formerly 
president of the Amicable Life of Waco, 
is organizing a new life company. The 
organization work is somewhat hazy 
at this time, as Mr. Roberts is not able 
to make a definite statement as to when 
the company will be formed and begin 
business. The city of Dallas now has 
before it an ordinance regulating the 
height of buildings to be erected within 
the city limits. If this is done Mr. 
Roberts will not have his company 
here, as he is a believer in tall sky- 
scrapers.and will go to some city where 
the limit is the sky. 

The Magnolia building, now about 
completed in this city, is 31. stories. 
Mr. Roberts says that his new company, 
if organized in Dallas, would erect a 
building 35 stories if permitted by ordi- 
nance. If Dallas does not restrict the 
height of buildings Mr. Roberts prom- 
ises the citizens of the southwest that he 


will have in Dallas the tallest office 
building in this section. 
Mr. Roberts would not discuss the 


amount of capital and stock of the pro- 
posed new company, but others asso- 
ciated with him say that the capital will 
probably be $500,000 and the surplus 
$250,000, There are some people in 
Texas interested with Mr. Roberts in 
the enterprise and others from the east, 
he declared, are identified with him. It 
is known that the eastern people are 
ready to invest in a new life insurance 
venture in this part of the country. Mr. 
Roberts has been residing in Dallas 
since he retired from the presidency of 


eryo his political 
affiliations, had the utmost confidence. 
He continued to hold office up to the 
tme of his death, From the hour of 
its formation until now the Association 
of Life Insurance Presidents has con- 
tinued steadfastly to serve the purpose 
for which it was created, safeguarding 
the rights of life insurance policyhold- 
ers, and in the best interests of the 
business it is to be hoped that its life 
will be a long one. Mr. Untermeyer 
sought to make capital out of the 
fact that membership in the Associa- 
tion of Life Insurance Presidents is 
restricted to the chief executives of 
companies, demanding of Mr, Peabody 
how he “dared to use the funds” of the 
Mutual Life in helping defray expenses 
of the organization. 


Statements Readily Refuted 


How easily many of the statements 
made by Mr. Untermeyer and the in- 
ferences he draws therefrom can be 
confounded when opportunity is given 
to make a complete statement, was 
demonstrated in the hearings had by 
officials of the Prudential before Su- 
perintendent Phillips several days ago. 
The company executives presented 
freely all data asked of them, which 
figures were at wide variance with 
those previously prepared by Mr. Un- 
termeyer, and which refuted utterly 
many of the inferences drawn there- 
from by the general counsel. The in- 
terrogation of President Dryden of the 
Prudential by Mr. Untermeyer dealt 
mainly with the mutualization of the 
company, and of the purchase of the 
Prudential stock by the Fidelity Trust 
Company of Newark, back in 1902. 
The counsel of the committee con- 
tended that so long as certain stock of 
the Prudential was still outstanding 
the company could not be held to have 
mutualized. It was Mr. Dryden’s 
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GOOD ADVICE IS GIVEN 
BUILD $20,000000 FORCE 
Some of the Suggestions Made by New 


York Life Agency Committee at 
Minneapolis 





MINNEAPOLIS, MINN., June 29.— 
The agency committee of the Minne- 
apolis branch office of the New York 
Life has pledged its support in co- 
operation with every representative of 
the Minneapolis agency is developing a 
$20,000,000 sales organization at Minne- 
apolis by Dec. 31. The agency com- 
mittee consists of Frank W. Congdon, 
chairman; E. B. Eddy, C. G. Parlin, 
W. S. Leighton and F. S. Taylor. In 
connection with the campaign that 
Minneapolis is putting on, the agency 
committee offers the. following sugges- 
tions to agents which are of general 
interest to representatives of all com- 
panies: 

1. Observe all rules laid down by your 
company. 

2. Protect your fellow agents’ inter- 
ests in the office and in the field. 

3. If a fellow agent is engaged in an 
office interview—leave. Do not look on 
or listen in. This is important. 

4. If an agent is busy at his desk— 
do not disturb him. He may value his 
time even though you don’t value yours. 
Think twice before you speak. 

> s . 
pass unfavorable comment 
regarding new agents. Do not say—‘I 
never heard of him,” or “He is just a 
new agent and may not be with us long.” 
Never intimate that an agent is “new.” 
Remember, you were “new” once. Never 
intimate that a new agent may not suc- 
ceed. Give him a boost; speak a good 
word for him—it will help him and you, 
too. 

6. If you are having a run of hard 
luck, don’t “gloom” the entire agency. 
Keep your troubles to yourself or tell 
them to your agency director or your 
agency committee. 

7. If you observe that a fellow agent 
is meeting with difficulties, give him a 
cheerful word, offer help or give helpf" 
suggestions. 

8. Be generous with your praise of 
the agent who succeeds, even though his 
record is better than yours. Yours may 
be the best some day and you will then- 
be glad to receive the sincere congratu- 
lations of your coworkers. 

. 

§. Do not loiter in 
“visit” with office associates. Remem- 
ber that sales are made in the other 
fellow’s office and that “time” is your 
capital; it means dollars to you if, prop- 
erly used, 

10. Do not congregate in groups in 
the hallways—it is disturbing to those 
who have not joined your group. 

11. Avoid loud talking and laughing, 
and choose your language carefully. 

12. Don’t misrepresent your own com- 
pany in the slightest particular. “A lie 
is a stick of dynamite that blasts confi- 
dence.” 

13. Don't misrepresent any other com- 
pany. Be fair in competition and treat 
a worthy competitor with respect. 

14. Administer to all the life insur- 
ance needs of our clients. Render them 
real life insurance service at every op- 
portunity. A policyholder is a friend of 
life insurance and of the New York Life 
in particular. 

15. Be alive, alert, aggressive,—be 
ever on the job. Remember, others are 
influenced for good or bad by your daily 
conduct. This is your business and you 
are manager of it. Compel others to re- 
spect you as a good manager. You are 
under constant observation. 

. . - 

16. Be hopeful. Be optimistic. Train 
your mind toward the channels of suc- 
cess. 

17. Remember, the big men of today 
were the little men of yesterday. 

18. Be enthusiastic. Practice is daily. 
Enthusiasm is a wonderful help to suc- 
cess. If you don’t possess it—develop it. 
It can be done, 

19. Be loyal to your company, to your 


5. Do not 


your office or 


director, and to your fellow agents—and 
they will be loyal to you. 

20. Influence toward our agency only 
the best type of honest, honorable, cap- 
able, likely-looking prospective agents. 
It pays us in dollars and cents to con- 
tribute our share towards the upbuilding 
of our agency. 


NEW INHERITANCE TAX LAW 


Wisconsin Life Men Anxious as to 
What Action Governor Will 
Take on New Act 


y insurance men are 
anxious to see whether or not Gov- 
ernor Blaine will sign the measure 
passed by both houses last week, 
doubling the state tax on inheritances. 
The Wisconsin law, as was fully out- 
lined in a recent issue of THe Nationa 
Unperwnriter, includes as inheritances life 
insurance paid to third parties. An 
amendment exempting widows from 
the inheritance tax to the extent of 
$50,000 was defeated. The assembly 
refused to agree to an amendment, 
passed by the senate, exempting in- 
surance up to $50,000. Eventually the 
bill went to the governor with a clause 
exempting widows with children from 
the tax entirely, other widows up to 
$25,000 and children $2,000 each. Busi- 
ness inheritances under the new meas- 
ure are taxable at 8 per cent. 

The insurance feature created a 
warm debate in both houses. The op- 
position contended that the adoption of 
the law would seriously complicate 
business life insurance and its use for 
collateral. An effort was being made 
to secure a hearing on the bill, before 
the time expires when the governor 
must sign or veto the measure. As 
many tax bills failed at this session, and 
there was an understanding in the leg- 
islature that the inheritance tax would 
be increased, although there was a dif- 
ference with regard to the life insur- 
ance feature, little hope was _ enter- 
tained for the defeat of the bill. It 
was by Senator Arnold, a socialist. 


Wisconsin life 


Suit Over Iowa Taxes 


The New York Life has brought suit 
at Des Moines against the State Treas- 
urer of JIowa for $414,427.47, the 
amount it claims to have paid in taxes 
over and above the amount actually due. 
In the petition the company avers that 
Commissioner Savage fixed the gross 
mremiums for the year 1920 at $1,611,- 
191.64 and demanded a tax of 2% per 
cent or $40,279.97. The company paid 
the amount under protest but alleges 
that the gross premiums were $1,034,- 
099.59 and that the company was taxed 
on $577,098.96 more than it should 
have been. The company avers that 
Commissioner Savage failed to take 
into consideration premiums on an- 
nual dividend policies returned, pre- 
miums on deferred dividend policies 
and the amounts rebated from table 
rate of premiums returned on surren- 
ders of policies for cancellations. 


Value of Carnegie Course 


W. A. Kantlehner, an agent in the 
Northwestern Mutual office at Louis- 
ville, Ky., recently returned from Car- 
negie Institute where he took a spe- 
cial course in life insurance. In dis- 
cussing the benefits of the course Mr. 
Kantlehener said: 

“T figure that a three months’ course 
in life insurance at Carnegie is the 
equivalent of about two years or more 
in actual experience in an office, in 
knowledge of the business. The college 
is doing a great work, and in time 
helieve it will be responsible for chang- 
ing manv of the systems or methods 
used in the life insurance business, and 
will place it on an even higher plane 
than at present. The man who has 
not secured a special education for 
writing life insurance is handicapped. 
as he has not sudied it to a point where 
he can minimize the work required 1” 








clients, to your agency, to your agency 


getting results.” 
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CHICAGO ASSOCIATION 
HEARS ‘‘PEPPY’’ TALKS 


Four-Minute Discussions of Live 
Topics Bring Out Record 
Attendance 


TEN EXPERTS ARE HEARD 





Snappy Answers Given to Questions 
and Objections Experienced by 
All Life Salesmen 





With an attendance so great that 
nearly half were served luncheon in a 
separate room, the Chicago Association 
of Life Underwriters enjoyed one of 
the most “snappy” and “peppy” pro- 
grams on record, at its June meeting 
last Monday. It was a noon hour 
luncheon instead of the usual evening 
gathering and a unique variation in 
the program was made. Instead of 
one speaker, there were ten. Each 
gave a four-minute talk on a selected 
subject of vital interest to all life men 
and as all are leaders, the answers to 
the questions and objections common 
to all agents were of special interest. 
The talks were short enough that the 
point could be put clearly and with 
interest, not being covered with words. 
There was no delay or “overtime” on 
the part of the speakers and the in- 
terest of everyone present was held 
from first to last. 


Present Income Insurance 


The first speaker was G. S. Brown, 
Mutual Benefit, who explained “How 
I Present Income Insurance.” He 
pointed out the need for presenting 
the true purpose of life insurance and 
the value of replacing the earning 
power of the assured for the benefi- 
ciary. As such a replacement, a lump 
sum is not the equivalent of income 
insurance. The widow is not in a po- 
sition to invest the funds properly to 
obtain the income, not that she has no 
business ability, but with all the funds 
im One sum she is not able to withstand 
a loss, and the best of investors often 
have cases of misjudgment. This is 
shown in many cases such as the shin- 
ing example of the N. Y. N. H. & H. 
The insurance company offers a unit 
for investment giving the greatest 
possible diversification and safety in 
investment with a steady income. It 
gives the beneficiary a replacement of 
the assured’s earning power with a 
minimum of work. 


Important Thing for New Agent 


H. S. Standish, Union Central, in 
speaking on “What Is the Most Im- 
portant Thing for the New Agents to 
Know?” said: “Some think it is to 
know a goodnatured general agent, 
with liberal advances.” That may be 
valuable, he said, but the great thing 
to learn is that the insurance business 
iS a great crusade and each agent is a 
crusader. If every agent realizes that 
he is partaking in a crusade in the in- 
terests of the public and not peddling 
a commodity merely for gain, he will 
have learned the truly great thing in 
the life insurance business. 

“How to Capitalize Retroactive 
Features” was the subject taken by L. 
Ellen Babcock, who is a recent entrant. 
though a success already, in the insur- 
ance world. She emphasized the value 
of covering the old policyholders with 
a view of furnishing them with all of 
the features granted new policyholders 
and filling their needs as rapidly as 
changes are made. She has made it 
her practice to follow up all names on 
the books, with the result that prac- 
tically 90 per cent. of the cases have 
iven additional policies. Such inter- 
est in the assured creates a large group 











| INHERITANCE TAX DECISIONS 
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tion to recent United States su- 

preme court decisions on inheri- 
tance tax insurance says that one of 
the most important decisions rendered 
holds that the federal estate tax is de- 
ductable from the estate income tax for | 
the year in which it is due and paid. 
The court recognizes that the federal 
estate tax sometimes causes a sale of 
securities in order to raise cash. The 
following quotation on this point, the 
Equitable says, should be valuable to 
the alert agent: The federal estate tax 
“does not segregate any part of the 
estate from the rest and keep it from 
passing to the administrator or execu- 
tor for the purposes of administration, 
as counsel contend, but is made a gen- 


Ti E Equitable Life in calling atten- | 








eral charge on the gross estate and is 


|to be paid in money out of any avail- 


able funds, or, if there be none, by 
converting other property into money 
for that purpose.” 

* * * 


Another decision of the United States 
supreme court holds that the inheri- 
tance taxes imposed by the various 
states are not deductable for the pur- 
pose of determining the federal estate 
tax. The Equitable says that the opin- 
ion rendered referred particularly to the 
inheritance tax imposed by New York 
state, but the language of the court is 
so general that the decision would ap- 
ply to any state with tax laws similar 


' to those of New York. 








of friends among policyholders and 
makes them realize that the company 
is actually interested in them. Miss 
Babcock uses the telephone in her 
campaigns, she said, because it saves 
so much time and also makes it easier 
to walk into the office with an intro- 
duction already made. 


When Prospect Wants Term 


T. T. Redington, Provident Life & 
Trust, gave his idea of the best way 
to “Write a Man Life Insurance That 
Wants to Buy Term.” The distinc- 
tion was made between life and term 
as there is almost a line of distinction 
in the policy conditions. Mr. Reding- 
ton said: “The best way to sell a man 
life insurance when he wants term is to 
sell him the term. Have the policy 
made out and deliver it personally. 
Then the occasion arises for selling the 
life policy, for you have given the man 
his wish, You have sold him his term 
policy and thus prevented another 
agent from so doing. You have given 
the policyholder the satisfaction of ob- 
taining what he asked for and when 
you hand him the policy, he sits back 
with a complacency which throws him 
off his guard. Then is your opportun- 
ity for telling him the advantages of a 
life insurance policy, which gives him 
the most ‘for his money. Show him 
that the man who takes a term policy 
at 21 and an ordinary life at 41, pays 
at the latter age the same as the man 
who starts at 21. He has lost half of 
his life time without paying for a_ true 
investment. It will not be difficult to 
change the term policy to a life policy 
then.” 

Telephone Campaigns 


The subject of telephone campaigns 
in soliciting life insurance has inter- 
ested agents for a long time and many 
have attempted the practice, some with 
success and some without. The man 
who put the telephone into use in the 
Equitable of New York office in Chi- 
cago with success, Courtenay Barber, 
general agent for that company, gave 
a talk on “The Use of the Telephone 
in Soliciting.” Mr. Barber pointed 
out that the telephone may be used 
with the idea of evading rough treat- 
ment at the hands of an irate prospect, 
though he had not seen anyone use it 
so. He said: “The telephone is of 
great service to the agent and prop- 
erly used can be one of his greatest 
assets. I cannot see why agents do 
not keep books on the all important 
matter of time as thoroughly as they 
do on premiums and commissions. In 
soliciting insurance time is the greatest 
need of an agent and any means of 
saving time should be grasped. The 
telephone will do that. If an appoint- 
ment is made by phone, there is no 
danger of the agent going into an 
office to find the prospect busy in a 
conference or with some other man, 
so that another call is necessary. You 
can walk in and talk business without 
any loss of time. 


“Nor is time the only gain. The pre- 





arranged interview makes the intro- 


duction easier, The difficult question 
of opening an interview without the 
prospect being in a receptive mood 
has probably been encountered by all 
agents, and the telephone changes this. 
When the phone appointment is made, 
the approach is more successful, for a 
man who listens to a telephone con- 
versation must concentrate on the 
words of the other party. In personal 
conversation a man can be present and 
apparently listening, but his mind can 
actually be far off. That is not true 
in using the telephone, for then a man 
actually has to listen. The telephone 
allows the agent to solicit with a min- 
imum of time and work and can be 
used with only one precaution—that 
the calls are not made from a ‘list.’ If 
an indiscriminate list of names is used, 
there will be no advantage. I take it 
for granted that a man has some rea- 
son for calling a prospect such and 
that he has some information regard- 
ing him.” 


Talking It Over With the Wife 


In talking on “How to Meet the 
Stall, ‘I Want to Talk It Over With 
My Wife First.’” R. H. Hobart, gen- 
eral agent, Northwestern Mutual, gave 
an interesting discussion, talking to the 
audience as the prospect and opening 
the “conversation” without an intro- 
duction. In his talk with the prospect, 
he said that it is a loyal idea to want 
to talk it over with the wife, but it 
must be realized that the wife is the 
most unselfish person in the world. 
Thus it may be that she will not ap- 
prove a policy, thinking only of the 
assured as the loser. A life insurance 
policy is taken only in the interest of 
the wife and thus she is very apt to 
display her unselfishness in turning it 
down, On the contrary, she may ap- 
prove the plan, the husband may take 
his examination and then be turned 
down for some trouble he did not know 
he had. That would not be pleasant to 
tell the wife. Thus, whether the wife 
approve the policy or not, it would be 
better for the prospect to have the ex- 
amination made, the policy written 
and delivered, and then to take it home 
as a gift to the unselfish wife, or put 
it in the vault without telling her. 


Value of Carnegie Course 


E. C. Fowler, general agent New 
England Mutual, explained the “Value 
of the Carnegie Course.” He said that 
the life insurance men had ceased to 
be peddlers and were becoming more 
and more professional salesmen. The 
future will see only highly specialized 
life agents, he said, and such institu- 
tions as Carnegie would be the best 
place to create such men. The com- 
panies are not able to do it, for they 
have always been bound by a selfish 
competition that narrowed the agents. 
A school that will give the general 
education in mathematics of insurance 
and salesmanship will be necessary and 
the Carnegie course does it. 


“What Is ‘Pep?’ was the subject of 
(CONTINUED ON PAGE 14) 


OFFICE FOR SUMMER? 


Quit Work 
July and August; Others 
Take Opposite View 


Some Agencies in 


SOME ADVANTAGES SEEN 





“Average Man” Still on Job and More 
Willing to Talk Insurance Than 
in Busy Season 


Does the summer affect the sale of 
life insurance? Might the agent just 
as well close the office during July and 
August and enjoy a well-earned vaca- 
tion? With the approach of real summer 
and the call of the north woods such 
a proposition makes an appeal to every 
agent and manager. In fact, one large 
general agency is planning to release 
all its agents from responsibility during 
these two months, provided they have 
attained 50 per cent of the annual quota 
by July 1. The agents are thus given 
the opportunity for a vacation, if they 
desire to take it. The general agent said 
that they had even thought ot closing 
the office, except tor the cashier's cage, 
and not make any pretense of operating. 
Such an action is based on the general 
upheaval of business upon the arrival 
ol summer and the necessity for some 
unusual form of rest for the agents 
who are under pressure for the other 
ten months, Life agents have an unusu- 
ally strenuous lite and should take more 
than the ordinary vacation, 


Others Find Summer Productive 


This is very true, but some of the 
managers and agents, calling attention 
to the fact that life insurance is a busi- 
ness and must be given the same atten- 
tion any business receives, believe that 
summer is as productive, if not more so, 
for life policies, as any other season. 
They see no reason for taking any more 
vacation than the average business man 
—and often get less. Of course, the 
man who is out after $50,000 policies 
only can probably enjoy a perpetual 
vacation, for he can afford to follow 
his prospect to the north woods or to 
the seashore. But the other man—the 
average man—must be content with 
working while he works and then play- 
ing while he plays. 

It is not the average man who goes 
off for the summer. The men who 
furnish the majority of the business 
for the majority of the agents are the 
kind that take two or three weeks or 
possibly a month and then “dig in” to 
make up for lost time. These “average 
prospects” are in the city in sufficient 
numbers to give the agent an eight- 
hour program, and for every man who 
is away there is another taking his place 
who is an equally good prospect. One 
of the big producing general agents 
said: “The vacation period doesn’t 
bother me. There are plenty of people 
remaining in town, and those who stay 
at home and work are the best pros- 
pects anyway. Those who take the 
summer off are not worth considering.” 


Some Difficulties to Be Met 


There is a difficulty to be met in 
summer for the men who are contem- 
plating a vacation say, “I’m going away 
next week; if you will wait until I get 
back I will talk it over.” But that 
answer is worth the work, for it shows 
interest and if followed is very likely to 
end with a settlement. Even though it 
is summer and is hot, any man has the 
same consideration for his family or 
his business and is in the same receptive 
mood, if he ever will be, that he is 
in mid-winter. The approach can be 





made and the possible immediate re- 
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NewYork Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 and 348 Broadway, ! New York, N. Y. 


DARWIN P. KINGSLEY, President 


eee 1920 


EOE LTE EP EOE TT. $142,672,244 
rr ee cen seee new ebiels 44,335,004 
ic papnenneeseesenens ___ 6,782,885 

ns cvccecesesecekee $193,790,133 


Paid Policy-holders, 1920 


es os ewe ageeenee $35,036,558 
ETE SRE ne DE apo 24,399,171 
ITE SE Ser ee pe peer 31,981,555 
Surrender Values, Etc................... _ 23,432,313 

Total to Policy-holders............ $114,849,597 


$693,979,400 
$966 ,664,397 
$841,255,357 
$125,409,040 
$3,537,298,756 


New Paid Insurance in 1920 
Admitted Assets, January 1, 1921 . . 
Legal Liabilities, January 11,1921 . . 
Reserve for Dividends and Other Purposes 
Insurance in Force, January 1,1921 . . 


BOARD OF DIRECTORS 


LAWRENCE F. ABBOTT WILLARD V. KING 
ALFRED L. AIKEN DARWIN P_ KINGSLEY 
JOHN E. ANDRUS RICHARD I. MANNING 
CORNELIUS N. BLISS, Jr. JOHN G. MILBURN 
NICHOLAS MURRAY BUTLER GERRISH H. MILLIKEN 
GEORGE B, CORTELYOU FRANK PRESBREY 
JOHN H. FINLEY JOHN J. PULLEYN 
DAVID R. FRANCIS FLEMING H. REVELL 
A. BARTON HEPBURN GEORGE M. REYNOLDS 
MYRON T. HERRICK ELBRIDGE G. SNOW 
GRANGER A. HOLLISTER HIRAM R. STEELE 
ALBA B. JOHNSON OSCAR S. STRAUS 

S. DAVIES WARFIELD 

















Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 


First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 








Provident Insurance Company 
A NORTHWESTERN LIFE. COMPANY 
HOME OFFICE 
BISMARK, NORTH DAKOTA. 


F, L, CONKLIN, Secretary 
H. B. BEACH, Asst. Sec’y & Actuary 
Dr. W. H. BODENSTAB, Med. Director 


H, H. STEELE, Pres. 
C. L. YOUNG, Vice Pres. 
J. L. BELL, Treasurer 
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begin productive missionary work 
will bring in results later. 

As for selling arguments, summer is | 
the best imaginable season, for the 
accident ratio is increased as summer 
advances. There is a continuous selling 
argument in the daily papers in the 
form of the increased motor and lake 
accidents. It is proof that insurance is 
a necessity for all, whether in the city 
or at the resort. And then “the pros- 
pect who is attempting to feel cool 
when the temperature is over 100 in the 
shade is very apt to believe that there 
is no hope for lasting the season—he 
is ready for an immediate policy,” as 
one of the agents said. 


Reap Where Others Have Sown 


Summer has its advantages for some. 
One agent said: ‘I always take the op- 
portunity given me during the summer 
and remain in town, except for a week 
or so. You see, I stay behind aad 
reap the harvest that the others have 
sown and that is well worth the effort. 
The prospects are worked on for a 
long time before they are sold, except 
in the unusual case, and those agents 
who take a long vacation or slow up 
in their efforts are losing the best 
chance they ever had. Those of us who 
are here all summer are in a position 
to place all our own policies and re- 
ceive all the prospects who have been 
worked up by others.” 

That is probably one of the reasons 
for the summer phenomena in the form 
of star salesmen. Too many lose their 
“pep” during the hot days and others 
take advantage of their previous work. 
Not enough stay behind and show a 
wonderful summer record. Several of 
the big producers give that as the secret 
of their success. They put in their best 
efforts in July and August and get the 
best returns. 


Prospects More Talkative 


One of the general agents who also 
has a record for production pointed 
out that there is another reason for 
special efforts in summer. He said that 
his experience had been that prospects 
were far more talkative and more in a 
receptive mood for such propositions as 
life insurance during the summer 
months. Business has not the intensity 
that it has in winter and the executives 
are not under such high pressure, with 
the result that they are not in such a 
hurry to say “no.” Therefore the two 
months, usually considered as unpro- 
ductive, are In reality the most pro- 
ductive if used for intensive missionary 
work. If these two months are spent 
with hard work the autumn months 
will give unprecedented production rec- 
ords. The agent who takes advantage 
of this will not have to spend September 
in opening his campaign—it will already 
be under way. 

That the season is now showing signs 
of slackening is explained by one gen- 
eral agent as “the psychological effect 
of business conditions and not a sea- 
sonal fluctuation.” He said: “Every 
prolonged strike has its influence on 
other lines. In Chicago the building 
tie-up had its effect on life agents. The 
sight of the great buildings lying idle 
after having been rushed half way up 
was certainly depressing on the agents 
and now that the strike is settled Chi- 
cago agents will be able to work with 
far more zest.” This holds true in all 
cities. It is not the building lock-out 
in other cities, but there is some form 
of production that is shut down in all 
places and that has a bad influence on 
all business. However, the agents should 
not expect this summer to equal last 
summer. As one agent said,. “It is 
remarkable that the business has held 
up the way it has, in many cases passing 
last year’s high water mark. The return 
to normal is to be expected in the life 
insurance business as in all other lines. 
It is doubtless as a result of the read- 





affected by the summer. A normal pro- 
duction is all that could be expected 
and if the agents stay on the job and 
work this will certainly be accomplished 
and perhaps even surpassed.” 


justment that the returns seem to °-| 
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West Virginia Life Company Holds 
Meeting of Its Star Producers 
at Charleston 


BY FRANK W, BLAND 


CHARLESTON, W. VA., June 29.— 
“Insurance has developed more than 
any one thing in this country in the 
last few years,” declared William E. 
Chilton, former United States senator 
from West Virginia, at the annual con- 
vention of the $100,000 League of the 
George Washington Life held here last 
Thursday and Friday. He paid tribute 
to the work of the insurance agent, stat- 
ing that the agent performed a great 
humanitarian service. “Life insurance 
companies and agents are admitted 
enemies of the undertaker, tombstone 
maker and worry—worry being the 
partner of disease and death,” he stated. 


F. J. Kulman Heads League 


Frank J. Kulman of Savannah, Ga., 
was elected president of the $100,000 
League for the coming year, Mr. Kul- 
man having led the company in pro- 
duction of business. C .M. Agnew, re- 
tiring president, ran Mr. Kulman a hard 
race and was just barely beaten out. 
Mr. Agnew therefore is vice-president. 
G. A. Ritter, who was among the lead- 
ers, was elected secretary. 

Ten agents and two general agencies 
made the club and were presented with 
certificates of membership in the $100,- 
000 League. They are: G. F. Garrett, 
F. O. Redford, J. G. Young, T. A. Col- 
man, H. B. Kincaid, S. Lordhide, D. C. 
Harris, K. R. Thompson, Arthur Smith, 
O Goodman, Bard & Core, Wheeling, 
W. Va., and Hardesty & Hardesty, Mt. 
Eden, Ky. 


Legal Questions Discussed 


Frank J. Kulman, president of the 
league, gave an interesting address on 
“Why Insurance?” at the opening ses- 
sion. Robert E. McCabe of Blue & 
McCabe, attorneys for the company, 
spoke on the “Legal Aspect of Some 
Insurance Questions.” Mr. McCabe 
dwelt on the fact that agents must have 
applications properly made out. He 
stated that frequently suits are filed 
due to the agent’s not properly making 
Agnew 


out the application. C. / 
closed the morning session with an 
interesting talk. 


Commissioner Bond of West Vir- 
ginia, who was scheduled to speak at 
the afternoon session on “How We 
Want It Done,” was unable to attend 
and sent his deputy, Capt. W. E. White. 
Capt. White read a letter from the com- 
missioner, in which the latter called for 
a close cooperation between the agent 
and the insurance department. 

President Frederick M. Staunton of 
the Kanawha Banking & Trust Com- 
pany of this city, talked on the finan- 
cial aspects the agent must contend 
with. He dwelt on the advisability of 
the agent having a bank account and 
discussed the question of notes from 
policyholders. 

An interesting address by Dr. Enoch 
Howard Vickers, professor of eco- 
nomics of West Virginia University, on 
the “Relation of Life Insurance to 
Economics,” closed the convention 

President H. B. Smith of the com- 
pany spoke on “Life Insurance in Con- 
nection With Taxation, Both Federal 
and State.” An interesting announce- 
ment was made by President Smith to 
the effect that a life size painting 0! 


George Washington, by a well-known 
d 


New York artist, had been authoriz 
by the company and that this painting 
would be hung in the home office o ; 
company. Photo copies, in colors, wl 
be reproduced for the agents to The 
he 


tribute to their policyholders. 
painting is said to be the best like: 
of the Father of Our Country that has 
ever been produced. 
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LIFE INSURANCE MEN 
AS EXPERT ADVISORS 


Salesmen Resent Criticism of 


Head of a Big Investment 
House 


VIEWS OF R. W. STEVENS 


Says That Workers in the Field Are 
Competent to Give the Best 
Counsel 


A number of life insurance men re- 
sented the charge by the head of an in- 
vestment house published in the recent 
issue of THe NationaL UNDERWRITER 
that in his city of 150,000 there was not 
a life insurance specialist or one who 
seemed competent to give expert advice 
along life insurance lines. 

This was a severe criticism of life 
insurance men and naturally the field 
workers have come to the conclusion 
that this investment man was in the last 
stages of melancholia or was suffering 
from a severe case of indigestion. As 
a matter of fact, life insurance officials 
agree that the capacity and efficiency of 
life insurance salesmen have increased 
appreciably during the last 25 years. 
In cities of 150,000 people there are a 
number of men who are capable of giv- 
ing the highest kind of life insurance 
service. 
ance men has been commented on by 
business men from every quarter. This 
is especially true of full time men. 

R. W. Stevens, vice-president of the 
Illinois Life, in commenting on the in- 


vestment 
follows: 


man’s observation, speaks as 


“By his own admission, according to 


your editorial, this from-office-boy-to- 
president prodigy knows exactly the 
kind of insurance that he wants and 


should carry and insists on backing his 
own opinion as to his insurance 
as against any opinion advanced by an 
man experienced in life insurance 
ice. In years to come he may 


needs 


sery 


discov er 


| that the proposition that he take endow- 





The efficiency of life insur- | 


ment insurance on his life was not so 
humorous after all, but might have been 
a very sensible thing for him to have 
done. 

“The statement in your editorial that 
‘It was pointed out to this man that 
there had been much agitation of the 
subject of fitting the policy to the man’ 
is rather ludicrous in connection with 
the article in question since you picture 
a_self-opinionated, cock-sure possibk 
prospect who knows exactly what he is 
going to buy regardless of any argu- 
ment an experienced life agent might 
advance. 

False Statement 


“To say that in a city having a popu- 
lation of nearly 150,000 there is not one 
single life insurance man who is able 
to properly approach his prospectiv: 
clients on the subject of life insurance 
is to my way of thinking an absolutely 


false statement as well as a gratuitous 


insult to efficient and capable men. 
“In all fairness to the insurance sales- 

men operating in this alleged city of 

nearly 150,000 population, | think you 


should publish the name of ‘the head of | 


a large investment house’ in order that 
those men who never did pay him the 
compliment of soliciting him for insur- 
ance may plead not guilty to his charge 
of inefficiency. 

“IT will venture the assertion that 
there is no life insurance agent in the 


| city of which your editorial speaks who 


during each of the past five years has 
written any considerable volume of in- 
surance, whose policyholders today are 
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nvestment which he persuaded them 


to make than are the customers of the 
investment house whose head brags so 
uch about his organization’s splendid 
ervice. A complete list of the bonds 


and which he has sold to 
clients during the past five years would 
certainly be most interesting to see.” 


, 1 
stocks nis 


Special Life Insurance Service 


The fulminations of this investment 
ouse leader have caused the inquiry 
to go torth as to just what class of 
prospects need, what might be termed, 
life imsurance special servic In other 
words, where does a life insurance 
buyer require highly specialized serv 
ice? After all, the backbone of the life 
insurance business, according to com- 


pany officials, is the smaller 
ranging trom $1,000 up to $10,000 
people who are purchasing policies 
ranging from $1,000 to $5,000 do not 
need the highly specialized service that 
others purchasing larger amounts do, 
where a financial program is much 
more complex. Some company officials 
say that when a man is buying life in- 
surance from $25,000 upward he needs 
a life insurance specialist to advise him 
and map out his course. Then his special 
needs must be taken into consideration. 


policies 


Che 


Smaller Policyholders 


An official who is the head of the 
agency department of his company gives 


|} it as his opinion that a life insurance 
| agent with good common sense can 
easily select a policy that will fit the 


ordinary needs of the average man. For 
instance, he said that the salesman can 
never make a serious mistake if he sold 
all ordinary life policies. The man who 
is carrying a smaller policy usually has 
a 20-pay life or an ordinary life. He 
has probably the policy that is best 
suited to his need. In nine out of ten 
cases the purchaser of insurance needs 
only the advice of the horse-sense agent, 
according to this official. He does not 
| need a complicated program of protec- 
tion because his ability to buy is limited. 


small amount and he should have a 
policy that will give him the maximum 

int of insurance for the least pos- 
sible money Chat means probably in 


95 percent 


of the cases, the ordinary life 
policy or the 20-payment life 
Buyer of Larger Amounts 


said that when a man is 
$20,000, $25,000 or more, he 


sone 


his official 
ible to buy 
then is estate ot con- 
and he needs advice from an 
experienced and competent life insur- 
ance man. He said that in all the me 
dium sized towns and frequently in the 
smaller hamlets there are life insurance 
men who are competent to give good 
advice to men who are purchasing large 
amounts of insurance. This official 
stated that these life insurance men, as 
a whole, are just as competent, and 
even more so, than the bond salesmen. 
he life insurance men in selling large 
amounts of insurance have to give coun- 


creating an 


sequence 


sel of a much higher order than the 
bond salesmen who have their work 
pretty 


well cut out for them 


To Consider Home Loans 


Nathan Hirsch, president of the Local 
Citizens Protective Housing League of 
New York City, has asked President 
Darwin P. Kingsley of the New York 
Life to call a meeting of chief execu- 
tives of banks and insurance companies 
to consider the establishment of a 
clearing house through which loans may 
be had for home building. The re- 
quest followed Mr. Kingsley’s  ac- 
ceptance of membership in the league 
with the reservation that he would ob- 
legislation to compel banks, life 
or fire insurance companies, irrespective 
of the judgement of their trustees, to in- 
vest certain percentages of their assets 
in real estate mortgages, municipal 
bonds or any other class of invest- 
ments 


ject to 





Col, J. 
United 


F. Strickland, a director of the 
Fidelity Life of Dallas, vice- 
president and a member of the executive 


not better pleased with the insurance | He is able to purchase a comparatively | committee, died the other day. 
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more often 
When 


you get a prospect ‘“‘with you”’ you have 


: something decidedly worth while. 


C ORPORATION insurance, 


than not, runs into big policies. 


It will pay you to take every precaution to in- 
sure smooth handling of the policy and the 
comprehensive company service that keeps 
the customer ‘‘with you.”’ 


That is where the value of an Amicable con- 
nection is emphasized. The company has a 
thorough understanding of the problems con- 
fronting the agent who is showing a firm or 
corporation how life policies on its important 
members and employees will not only help 
to smooth out the disruption caused by their 
deaths but will act immediately to strengthen 
their credit and general reputation. 


The Amicable puts the same intelligent good 
will into its backing of agents in these big re- 
munerative lines that it does in the smaller 
ones. Its agents run down leads on corpora- 
tion prospects with complete confidence in 
the company’s competence to handle them. 
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RECEIVER IS DISMISSED 





COMPANY WILL FORGE AHEAD 





Thomas Carey Has Been Elected 
President of the Chicago National 
Life Insurance Company 





Judge Scanlan of the circuit court in 
Chicago has discharged the receiver for 
the Chicago National Underwriters 
Company, the fiscal agent for the Chi- 
cago National Life. The underwriters 
company was placed in the hands of a 
receiver on petition of a small group 
of stockholders. The court found that 
the allegations were not justified. 

The Chicago National Life was li- 
censed six or seven months ago, but has 
not written any business. Some of the 
dissatisfied stockholders began to make 
trouble resulting in the receivership. 
Now the controversy is cleared away 
and the machinery is ready for opera- 
tion. The life insurance company was 
not involved in the litigation at all. 
However, it has been in a dormant state 
until the receivership of the under- 
writers company was decided. 


MeConkey and Whitmer on Deck 


E. H. McConkey, president of the 
underwriters company, and A. L. Whit- 
mer, secretary and treasurer, will 
remain with the organization as hereto- 
fore. The Chicago National Under- 
writers Company is not only the fiscal 
agent, but is also the producing end. 
It has the general agency of the Chicago 
National Life. Messrs. McConkey and 
Whitmer will give their attention largely 
to the production of business. Last 
January it was voted to increase the 
capital of the Chicago National Life 
from $100,000 to $300,000. These shares 
will be sold by the Chicago National 
Underwriters Company. Messrs. Mc- 
Conkey and Whitmer are experienced 
life insurance men who have done active 
work in the field. 


Carey Is Made President 


The Chicago National Life has been 
reorganized so far as its officers are 
concerned and a new board of directors 
has been elected. Thomas Carey, presi- 
dent of the Carey Brick Company of 
Chicago, prominent in politics and a 
leading business man, has been elected 
president. Mr, Carey at one time was 
a candidate for mayor of Chicago. T. F. 
O’Connell, who has been associated 
with Mr. Carey in various business 
enterprises, has been elected secretary 
and treasurer of the Chicago National 
Life. Aside from these two men the 
other directors are John Steddem, pres- 
ident of the Saybrook (IIl.) State Bank; 
C. C. Marquis, secretary and treasurer 
of the Bloomington, IIl., “Daily Panta- 
graph”; J. Neihaus, proprietor of the 
Boston Cafe of Bloomington; Judge C. 
A. Hubbard of Quincy, Ill; C. C. Chris- 
topher of the Chicago, Milwaukee & St. 
Paul Road; Dr. J. A. Alcorn and Dr. 
T. J. Barker of Chicago. 


Almost Ready for Business 


The Chicago National Life was exam- 
ined the end of last November prior to 
the issuance of a license. At that time 
it had $178,725 assets, of which $100,000 
was in municipal bonds and deposited 
with the state insurance department. 
The company has its policies all com- 
pleted but has to get out its rate book 
and other supplies. It intends to apply 
for admission to Iowa and Indiana as 
soon as possible. When its $300,000 
capital is paid in it will enter Pennsyl- 
vania. President Carey will give the 
company an honest and straightforward 


administration. He is deeply interested 
in its affairs and intends to see it 
through. 


The annual election of the trustees 
of the Northwestern Mutual Life will 
be held at the home office in Milwaukee 
on July 20. A successor to Gen. F. C. 
Winkler, who was a trustee for 32 years 
and who died last March, will be elected. 





KEEP MONEY WORKING 


BIG BANK BALANCES BARRED 





Kansas Superintendent Rules Against 
Those Drawing Low Interest 
Rate or None at All 





Life insurance companies in Kansas 
are to be required to keep their money 
working at all times for the benefit of 
the policyholders. 
permitted to maintain excessive bank 
balances drawing low rates of interest 
and will not be permitted to maintain 
bank balances which do not regularly 
draw interest. Superintendent Travis 
has announced this as a policy of the 
department and is preparing an order to 
put the policy into effect at once. 

The proposed order of the depart- 
ment comes as the result of the ex- 
amination of the Continental Life of 
Missouri when it was found that the 
company had maintained bank balances 
exceeding $60,000 throughout the past 
year in a single bank and had not col- 
lected any interest upon it. The com- 
pany was ordered to collect this inter- 
est, aggregating $1,400, and when it 
failed to do so the company has been 
refused a certificate of authority to con- 
tinue in business in Kansas. 

The department has secured state- 
ments from other companies relative to 
their practice regarding bank balances 
and he has found some where the cash 
balances were regarded as excessive, 
but most of the companies were collect- 
ing interest on daily balances. 

“I believe that the policyholders of a 
life insurance company are entitled to 
everything that it is possible to give 
them,” said Mr. Travis. “They are en- 
titled to the maximum return upon all 
the money the company has. Some of 
the companies maintain large bank bal- 
ances, part with and part without in- 
terest. It seems to be that all the 
funds of a life insurance company ought 
to be kept invested regularly and in 
high grade securities bearing the high- 
est possible rates of interest. 

“This department is going to look 
with disfavor upon bank balances be- 
yond the needs of the company and 
upon funds of the companies not draw- 
ing the maximum rate of interest.” 


Bars Loans to Company Officials 


Insurance companies operating in 
Kansas are to be prohibited making 
loans to directors, officers and employes 
or to any relatives of those officially 
connected with the company. Superin- 
tendent Travis may send out an order 
to that effect in the next few days. It 
is intended that the order should apply 
not only to the Kansas companies but 
to all companies operating in this state. 

“This department feels that the money 
paid into an insurance company is a 
trust fund and that it ought not to be 
used for private purposes by the men 
in charge of the company,” said Mr. 
Travis. “We feel that the money 
should be invested legitimately in secur- 
ities which cannot be questioned in the 
least particular. This proposed order 
is based upon the same proposition as 
the order relating to loans to officers 
and directors of banks.” 


Vote on Capital Increase 


A special meeting of the stockhold- 
ers of the Travelers has been called 
for August 9, to vote on an increase in 
the capital stock from $10,000,000 to 
$25,000,000. 


Four Missouri State Conventions 


The Missouri State Life will hold 
four agency conventions in July. The 
$250,000 club meets at Philadelphia 
July 14-15 and at Atlantic City July 16- 
17. The southern division of the $100,- 
000 club meets at Hot Springs, Va. 
July 11-12; the northern division at Chi- 
cago July 19-20; the western division 
at Denver July 22-23. 


They will not be. 
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POINTS TO LIFE MEN’S 
MISTAKES IN SELLING 





Milwaukee Manufacturer, Often 
Solicited for Insurance, Grills 
Salesmen’s Methods 


GIVES GOOD SALES TIPS 
Address Is Feature of Conference of 


Joseph W. Briggs Agency of 
Massachusetts Mutual 





MILWAUKEE, WIS., June 28.—H. 
H. Holm, president of a radiator com- 
pany in Milwaukee, and said to be one 
of the “most solicited life prospects” 
in Milwaukee, grilled the 35 special 
agents and other representatives of the 
Massachusetts Mutual Life at the open- 
ing of a two-day state conference here 
last week, in a talk on “Watching the 
other Fellow Sell.” His observations 
were of course not directed specifically 
to the staff of Joseph W. Briggs, man- 








ager for the company in this territory. | 


Any life underwriter would have been 
interested, indeed, to hear the castiga- 
tion. 

The first thing Mr. Holm pronounced 
was an indictment against the average 
life underwriter that he does not radiate 
sunshine He is inclined, said Mr. 
Holm, to be altogether too pliable in 
following the “atmosphere” which the 
prospect radiates— “coincides too 
much.” This is particularly true, he 
averred, during these times of depres- 
sion in the business world. “You must, 
yourself, refuse to believe that every- 
thing has gone to the bow-wows,” he 
said, “and you have got to hold that 
spirit.” 

That 


the average life underwriter 


\"to 





“isn’t going out after ’em persistently 
and frequently enough,” was another 
indictment Mr. Holm delivered. He 


believes a great many insurable men, | 
possibly small but nevertheless good | 


prospects, are being utterly neglected. 
He thought that the very field that the 
life man ought to seek now, the sal- 
aried man who is enjoying the benefits 
of reduced living costs with no de- 
crease in salary—that is the field being 
most neglected at this time. 

Mr. Holm took up another point in 
insurance salesmanship, “Don’t talk in 
‘foreign language,’” he said with great 
vehemence. He trounced the repre- 
sentatives up and down and sideways 


| for “talking technical language which 


no one could understand except an in- 
surance company Official or a Philadel- 
phia insurance lawyer.” 


Points on Salesmanship 


Other points on the salesmanship of 
the life man made by Mr. Holm may 
be summarized as follows: 

“Look in that long glass over there; 
you can see your whole stature. Now 
walk up to it, and you can see only a 
part of yourself. Moral—Once in a 
while check yourself up on your per- 
spective of things, and of yourself and 
your business. 

“Pick out an opportune time to talk 
your prospect. If you hit him 





when he is busy, for mike’s sake, make | 


the most of it. He will appreciate it, 


if you withdraw with appropriate re- | , : > 
| protested against negative questioning 


marks, and I'll bet a dollar to dough- 
nuts he will be glad to give you a date, 
and he will keep it, too. 

“Don’t try to sell on days when your 
morale is low. See that it doesn’t get 
low. 
better take the day off. 


Many Salesmen “Scared Off” 


“The worst man I ever tried to sell, 
up in Duluth, scared off every salesman 
who came in. They were glad to get 
out. When I finally sold him he paid 
me the compliment of saying I was the 


If it does, as it will occasionally, | 





first man who had ever tried to sell 
him. “The others never even tried,” 
he told me. 

“Do unto others as you would have 
them do unto you. Think that over. 

“The loud dresser in the selling 
game is passé. Physical and mental 
condition is what counts. 
shine instead of loud checks on your 
clothes. 

“You can’t sell a hairpin without 
having created confidence in yourself. 
Never take a chance on losing good 
will. Be faithful. 


Make Sale That Will Stick 


“Properly closing a prospect is mak- 
ing a sale that will stick. You haven't 
time to sell a policy twice. 

“Sell with pictures—be they word 
pictures or photographs or charts. But, 
don’t show charts that are a foreign 
language to the prospect. 


Radiate sun- | 


away from the man, as the latter be- 

came extremely disturbed while hold- 

ing it. As to closing properly, he said 

that the sale must establish a track so 

that there will be a natural closing. 
Make Use of Man's Hobby 


“I frequently find that men do not 
like to use a fountain pen they have 
never used before; so I sometimes get 
prospects to write something with my 
pen before it comes to signing the ap- 


| plication,” said Mr. Neisser. 


“Talk betting to a man who 


is 


| known as enjoying things of that kind, 


and endeavor to use his hobby, what- 
ever it may be, in that manner,” he 


| advised, 


“It isn’t necessary today to sell the | 


necessity of insurance. 
case of knowing how to sell NOW.” 
Mr. Briggs and his staff here worked 
out a plan of getting up groups of pic- 
tures of “homes protected by the 
Massachusetts Mutual” for agents’ use. 


Negative Questioning Wrong 


An interesting feature of the confer- 
ence was a talk by A. P. Neisser, spe- 
cial agent of the Milwaukee office, on 
“Psychology.” He thought that after 
all, the chief thing was to make pros- 
pects feel good toward the agent. 


and suggested such questions to the 
prospects as “Would you like to guar- 
antee your wife an income of $100 a 
month for the 
after you are dead?” 

“Get them to do something,” he in- 
sisted, in discussing the agent’s work 
in the presence of the prospect. “Even 
if you have to drop a pencil for them 
to pick up. It often clears the atmos- 
phere.” He related an incident in 
which he was obliged to take a pen he 
had gotten into a prospect’s hand, 


Today it is a| 


“I sprung a chart on a man recently. 
It told how many people are rich at 


65, how many are well-to-do and how 
| many dependent,” he continued. “The 
man floored me by asking what it 
meant to be rich, well-to-do and de- 
pendent. I couldn’t answer the ques- 
tion. He wanted a specific answer. 
I'll admit I had not studied him 


He | 


remainder of her life | 


enough, 
Put Decision Up to Prospect 


Win Bouguiet, Kenosha special agent, 
said he once memorized a wonderful 
sales talk, and used it for weeks but 
didn’t close a sale; then he talked his 
policy and did pretty well after that. 
“Let the prospect tell you when and 
what he wants,” said the speaker, “hav- 
ing taken it for granted that he wants 
a policy in your talk. Often it is wise 
to show a prospect two good ideas, 
and then put it up to him to decide, 
not saying anything further.” J 

“Most people will sell themselves if 
you give them the tools to do it with,” 
said one of the special agents during the 
discussion. One told how he sometimes 
left a book or pen on the prospect's 
desk, to give him an opportunity to get 
back to the man and re-open the work. 

Mr. Briggs discussed “The Present 

(CONTINUED ON PAGE 16) 











The Strength Behind the Company 


A Strong Directorate Is One of a 
Company’s Greatest Assets 


The leadership which has played such an important part in the development of Iowa is well typified by the able business men who form the 
Board of Directors of the State Life of Des Moines. 


Unusual success in varied lines has qualified the men whose names are listed below to cooperate with our officers in forming the policies of this growing 


company. 


A. C. TUCKER 


President, State Life 


WM. KOCH 


Vice President, State Life 


i Wee sie ttecnecuaues 
President, Iowa Loan & Trust Co. 


W. L. SNYDER 


Des Moines, Iowa 
Des Moines, Iowa 
Des Moines, Iowa 


.... Des Moines, Iowa 


A. C. JOHNSTON.... 


Ida Grove, Iowa 


Attorney at Law 


U. G. TURNER. . 


J. J. SHAMBAUGH 


Banker ‘and Stockman 


Moravia, Iowa 


Des Moines, Iowa 


President Preferred Risk Life Insurance Co. 


H. W. HILL 


F. E. SHANE 


C. J. LOCKER 
C. M. WHICHER, M. D. 
R.“F. LEE 


F, L. TUCKER 


- —_ .seeseee++ George, Iowa 
President, American State Bank 


Des Moines, Iowa 


Physician and Surgeon 


Des Moines, Iowa 


Des Moines, Iowa 
Insurance 


State Life Insurance Company of Iowa 


A. C. TUCKER, President 


DES MOINES 


IOWA 
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W. B. SPRAGUE TRANSFERRED | 


Becomes General Agent of New Eng- 
land Mutual at Rochester, N. Y., 
—Other Agency Changes 





Wilbur B. Sprague, general agent of 
the New England Mutual Life at 
Worcester, Mass., has been transferred 
to Rochester, N. Y., to become general 
agent there succeeding Henderson & 
Mann, Mr. Sprague was superintend- 
ent of public schools at Utica, N. Y., in 
1917, when he resigned to go with the 
New England Mutual. He was given 
the duty of organizing an agency at 
Worcester Charles M. Henderson of 
the old general agency firm will con- 
tinue with the Rochester office as spe- 
cial representative. At Worcester, 
Kenneth L. Morse and Robert F. Hunt, 
as Morse & Hunt, succeed Mr Sprague. 
They were brought to the company by 





Mr. Sprague. Mr. Morse resigned the 
prineipalship of the high school at 
Leominster, Mass., in 1918 to become 
district manager in that locality. Mr. 
Hunt was formerly in the automobile 
business. 

Walter W. Barrow becomes general 
agent at Richmond, Va. Mr. Yance 
has resigned to go to another state. 
Hubbard & Barrow were appointed 
district managers in 1919 at Farmville, 
a small rural community, by Mr. 
Yance. Mr. Hubbard does not wish 
to leave Farmville. Mr. Barrow there- 
fore becomes the new general agent. 


Edward C. Frank 


Edward C. Frank, of Detroit, Mich., 
has been appointed general agent of 
the Philadelphia Life for the state of 
Michigan. Mr. Frank was engaged in 
banking activities before his appoint- 
ment but has already built up an exten- 
sive field force. The Philadelphia Life 








operated in Michigan some years ago 
but discontinued there until the De- 
troit agency was started. 


A. and I, Hertzman 


Alexander and Irwin Hertzman, for- 
merly connected with the Massachu- 
setts Mutual Life at Louisville, Ky., 
and both officers during the late war, 
have been appointed general agents 
there for the State Mutual Life, suc- 
ceeding A. L. Noe, former general 
agent, who has become general agent 
in Louisville for the Commonwealth 
Life, a local company. 





Samuel Cummings 


Samuel Cummings, who has been na- 
tional secretary of the Kiwanis Clubs, 
will on Oct. 1 become associated with 
Orville Thorp, Texas state agent of the 
Kansas City Life, as assistant. Mr. 
Cummings has done wonderful work 
in connection with the Kiwanis Club. He 
is a born organizer, a great leader of 
men and an enthusiastic worker. Mr. 
Thorp attended the national convention 
of Kiwanis Clubs at Cleveland last 
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week, having just closed two years’ 
service on the board of trustees of the 
national organization. 





A. A. Cervantes 
A. A. Cervantes has been appointed 
division manager of the Federal Life of 
Chicago at St. Louis. He was formerly 
connected with the Columbian National. 





Life Agency Notes 


The Miller-West Agency of Denver, 
Colo., has been appointed general agent 
for the Continental Assurance of Chi- 
cago. 

The Equitable Life of New York has 
consolidated its two district offices at 
Jackson and Lansing, Mich., and the 
entire district will be in charge of Fred 
Wilson, district manager at Lansing. 

L. B. Dolson, who has been district 
manager at Lansing, Mich., for the 
Equitable Life, has gone to Grand 
Rapids, Mich to take charge of the office 
of the Ohio National Life. 


Everett E. Smith, who has just gradu- 
ated from the University of Iowa, and 
is a son of David P. Smith, supervisor 
of the Central Life of Iewa at Fort 
Dodge, Ia., has joined his father’s agency 
as a personal producer. 


T. E. Henderson, who was for some 
years superintendent of schools at 
Dodgeville, Wis., has been appointed as 
district manager of the Massachusetts 
Mutual Life for western Iowa and a 
part of Grant county, Wis. 

Martin, Mitchell & O’Connor, general 
agents for the Continental Casualty at 
St. Louis, have been appointed general 
agents for the Continental Assurance. 
W. C. Hermann, a successful organizer 
and personal producer, has charge of 
the new department. 


George R. Martin. who has been one 
of the big personal producers for the 
Bankers Life of Iowa in Chicago, has 
joined the L. Brackett Bishop general 
agency of the Massachusetts Mutual in 
Chicago. He will specialize on the sale 
of income insurance. 


Maj. Grover F. Sexton, formerly of the 
war risk insurance bureau, Washington, 
has opened an office for the general 
agency of the Security Mutual Life of 
3inghamton, in the Gross Building, Mil- 
waukee. The territory.he occupies was 
formerly handled from Minneapolis. It 
comprises the southeastern section of 
Wisconsin. 


Haight Office’s Picnic 

The staff of the Indianapolis office 
of Frank J. Haight, consulting actuary, 
recently held a very successful picnic 
party at the country home of Mrs. 
Kuhn, a member of staff. There were 
45 present, including eight or ten 
visitors. A) program of games and 
“field events” had been arranged and 
Mr. Haight and R. M. Malpas won 
the three-legged race, “just to show our 
strength and teamwork,” Mr. Malpas 
explained. There was a pie-eating con- 
test, raspberry pie being used. After 
a sumptuous picnic banquet, the even- 
ing was spent in dancing. A group 
picture was taken in the afternoon, the 
party being arranged as a background 
behind a big banner on which were the 
words in_ two-foot-high lettering, 
“Haight-fully yours,” but the smiles 
on the faces above the banner belied 
the text, the indications being that all 
of the “Haightful” crowd are friendly. 


Provident Agency Meeting 


Fifteen general agents of the Provi- 
dent Life of Bismarck, N. D., held an 
agency meeting at Minneapolis last 
week with F. L. Conklin, secretary of 
the company, in charge. Business 
problems were discussed, and after the 
meeting the entire party left for Madi- 
son, Wis., to attend the annual meeting 
of the Northwest Congress of Life 
Underwriters to be held July 1-2. 


Pays Largest Accident Benefit 


The Equitable Life of New York paid 
its largest accident death benefit the 
other day to the estate of Lloyd A. 
Ulsh, president of the Paragon Refining 
Company, of Toledo, O., who was in- 
stantly killed when his automobile 
skidded and overturned. He carried 
$30,000 accident insurance and this is 
the record amount that the company 
has paid out in a death claim. Mr. Ulsh 
took his first life insurance policy in the 
Equitable in 1897, it being for $5,000. At 
the time of his death he carried $100,000 
life insurance in the company. 
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EQUITABLE POLICY CHANGES 





Liberalizes Disability Clause, Revises 
Double Indemnity and Makes 
Other Improvements 





Having received the required ap- 
proval of the various state insurance 
departments of the country, the Equit- 
able Life of New York will on July 
1 issue a new series of policies, par- 
ticulars of which have been sent to its 
agency force. Of greatest interest per- 
haps is the liberalization of the total 
and permanent disability clause, which 
grants a monthly income of 1 percent 
of the face of the policy, beginning 
immediately proofs are received and 
continuing through the entire period of 
disability. 

Total disability will be recognized as 
permanent after three months duration. 
All premiums are waived during disa- 
bility period, nor are premiums or in- 
come installments’ deducted from pro- 
ceeds of the contract at maturity. The 
new clause will be granted to the same 
policy forms excepting the income 
bond, as is the present clause. A re- 
vised double indemnity accident clause 
has been issued, setting forth more 
clearly than the old form the advan- 
tages of the provision. Another feature 
of the new policy is that all the prin- 
cipal features appear upon the first 
page. 

Provision has been made in the new 
forms for the payment of indemnity 
to the insured’s surviving children, if 
no beneficiary be named, unless it be 
specified that payment be made to the 


estate. Right of assured to change 
beneficiary or to assign the policy is 
allowed. To meet the new premiums 


called for the society has issued a re- 
vised rate book, giving annual, semi- 
annual and quarterly premiums. A re- 
vised form of standard application has 
also been printed. 

A further innovation by the society 
is its issuance of an improved set of 
forms for business insurance, where 
policies are written in favor of an ab- 
solute owner. These have been desig- 
nated “corporate and absolute owner 
form” and will be issued on ordinary 
limited payment, endowment converti- 
ble and term plans. They are appro- 
priate for business insurance, credit 
insurance or any situation where the 
beneficiary is to have sole control of 
the contract. 





Union Central Life 


The new double indemnity clause of 
the Union Central Life of Cincinnati 
insures against accidental death up to 
age 70, and will be issued up to age 55. 
It is issued to men and women under 
the same conditions and is attached in 
the form of a rider to the regular life 
policy of the company. It is issued in 
sums up to $25,000. Premiums for the 
double indemnity or accident insurance 
are nonparticipating. If the policy is 
payable in a single sum, double indem- 
nity benefits shall be equal to the face 
of the policy. If the policy is an in- 
Stallment policy double indemnity bene- 
fits shall consist of additional install- 
ments equal to the certain installments 
only, payable at the same times and in 
the same manner as such certain install- 
ments. Double benefit is not payable if 
the death of the insured shall occur 
either as the result of military or naval 
ervice in time of war or relief service 
In connection with war; or as the result 
of participation by the insured in aero- 
nautic ascension or through a submarine 
descent; or as a result directly or in- 
directly of any bodily or mental disease 
or infirmity, or of bacterial infection, 
other than infection, occurring simul- 
taneously and in consequence of an ac- 
cidental wound; or as a result of any 
kind of poisoning; or as a result directly 

(CONTINUED ON PAGE 12) 


THE STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Now operating in 22 states and the District of Columbia—through its loyal and 
efficient agency corps produced in 1920—its 75th Anniversary Year—the 
largest amount of paid business in the history of the company. 


In every department the company experienced its most successful year. 


B. H. WRIGHT 


President 


STEPHEN IRELAND 


Superintendent of Agencies 


D. W. CARTER 


Secretary 














MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders 


Operates under the Famous “‘Registration Act” 


ME OFF 


SPRINGFIELD, ‘TLLINOIS 


Service to Agents 


Service to the Public 


which requires the reserve on every policy issued to be deposited 


and held in Trust by the Insurance Department of the State 


Live Up-to-Date Policies 


A few good openings for good live producers in Illinois. 
G. C. ROCKWOOD, Vice-Pres. 


H. B. HILL, President 


Ordinary Life 


Limited Payment and Endowments 
Correspondence Invited. 
JAS. FAIRLIE, Vice-Pres. and Actuary 


DR. J. R. NEAL, Sec. 








A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they repre- 


sent be outdone in service. 


They have that opportunity of selling 


GRANGE LIFE INSURANCE COMPANY 


LANSING, MICHIGAN 


N. P. HULL, Pres. 


C. H. BRAMBLE, Secy. and Treas. 


I. D. WALLINGTON, Supt. of Agents 








THOMAS J. OWENS, President 


Capital, $200,000 


buald a real life insurance company. 


DR. ALBERT SEATON, Vice-President and Medics! Director 


CENTURY LIFE INSURANCE CO., inoixnarotrd 


NO ORGANIZATION EXPENSE 


All of the stock is held by « few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to 


CLAUDE T. TUCK, Seeretery 


Surplus, $100,000 


partments of life insurance work. 


We offer agente experienced management, superior policy contracte, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red bleod in its veins---that has all the elements of growth and permanency— 


Tell us where you want to work 











QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the 
“Four Square” and willing to work; can ma 


wed Intestinal Equipment, who ts 


not less $20,000.00 per year helping 


us to continue the breaking of all Life Insurance records 


Great opportunity for the men who can 
Prom May, 1919 to Ma 
millions bife Insurance. How? 
the leads. 


ualify!! 

1920, Twelve months—one year—we wrote Ten 
Let us tell you 
If you can qualify, write or wire. 


We heve the plans; we furnish 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA. KANSAS 
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YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 
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Investigations Often Un-American Trials 


Now that the Lockwoop committee 
has begun probing the investments of 
the PruDENTIAL, it is well for life insur- 
ance men to recognize just what legis- 
lative investigations are. 

It must be remembered that there is 
something very foreign to the spirit of 
America in these investigations. 

As now conducted, these investiga- 
tions are usually trials of the people 
summoned. With the newspapers pub- 
lishing the questions and testimony the 
general public is made the jury. 

In an ordinary criminal or civil court 
action the defendant is allowed an 
attorney. Testimony favorable to the 
accused may be brought out. In a 
legislative investigation the accused has 
no attorney and no opportunity to act 
as his own attorney. If he attempts to 
defend himself he is brought up with a 
sharp turn and told to confine himself 
to answering the questions asked. 

In a legislative inquiry the prosecu- 
tion only is heard. The defense must 
content itself with silence, except for 


the articles of contradiction and ex- 
planation that appear in insurance 
papers. There are only two routes to 
that public which has been surfeited 
with charges and evidence to substan- 
tiate them. One is through agents. 
The other is through paid advertising 
space. The wisdom of the latter method 
is questioned by many insurance com- 
panies. Some big industrial corpora- 
tions have resorted to this means of 
setting themselves right with the pub- 
lic. Some have used frank denials. 
Some have tried more subtle devices. 

To refute the imputations, implica- 
tions and direct charges made, agents 
need no vast collection of facts and 
figures. The explanation of what a 
legislative investigation is and what it 
is not is usually enough. It is usually 
all that an agent has time to present. 
It is usually effective. 

The public may be skeptical of insur- 
ance companies, but it is also skeptical 
of legislative committees and of bril- 
liant lawyers. 


Forearmed with Knowledge 


Tue Massacuusetts Mutvat calls 
attention to a rather remarkable letter 
written by R. U. Darsy of Baltimore, 
one of the valued representatives of the 
company. Many times we have had 
pointed out to us the value of knowing 
our business and being prepared for 
any emergency that may arise. Fre- 
quently, in our insurance studies, we 
may feel that much that we read and 
hear is valueless. We do not know, 
however, when we may be called to use 
this knowledge. 

The MAssacuuseTts MuTwvAt calls at- 
tention to the fact that a steamship 
may cross the ocean a hundred times 
without it being found actually neces- 
sary to launch the life boats. Yet, on 
every trip, the crew is called upon to 


go through a drill so that in case of 
emergency every man will know ex- 


actly what he is to do. The Massacnu- 
setts Mutua says that an agent of a 
life company may succeed in selling each 
year a considerable amount of insurance 
without much knowledge of the contracts 
and history of any company except his 
own, The time may come, however, 
and most men will admit that it is sure 
to come, when emergencies will rise in 
which it is absolutely necessary to suc- 
cess to have a wide acquaintance with 
life insurance in general and to know 
as much as possible about other com- 
panies, their policies and their prac- 
tices. Mr. Darsy makes these ob- 
servations, which will be of general 


interest to life insurance salesmen: 
Recently I closed a large case in which 
insurance was taken for the purpose of 
enabling the applicant to carry through 
certain financial transactions. Repre- 
sentatives of several other companies 
were after the business and competition 
was keen. My honest opinion, after 
analyzing the case carefully, is that the 
only reason I secured this application 
was because the previous study I had 
given to life insurance helped me to un- 
derstand some unusual features which 


were of importance in this case. Many 
of the points which were involved 
had not arisen in my experience 
for five years, but when I found 


it necessary to use them, they came to 
my mind promptly. The competition was 
against men whom I consider to be bet- 
ter salesmen than I—men undoubtedly 
more successful—but I gained the con- 
fidence of the client by not failing, on 
any point, to give immediately what he 
considered an adequate reply to his ques- 
tions,—and he certainly asked an un- 
usual number of the most unusual kind. 

The amount of the commission in this 
ease fully justified me in considering 
that it would pay any agent of our com- 
pany to spend from 30 minutes to an 
hour each day in reading or studying 
something about the business of life 
insurance. Today we have in our files 
the Diamond Life Bulletin, the Insur- 
ance Research and Review Service, vari- 
ous life insurance journals, and the 
“Radiator.” The writer tries to get every 
day some information from these publi- 


cations. Many of us find the reading of 
these journals dry and uninteresting 
work. The agent is inclined to think 


that it is not necessary for him to read 
an article about some company, of which 
he has never heard, and its practices. 
and to believe that his time might better 
be spent otherwise. To this I do not 
agree, for I believe that if we can avoid 
discussing points which are not raised, 


it will pay us handsomely to have a 
knowledge of these should they ever 
come up. 
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Hubert A. Clark, general agent of 
the Northwestern Mutual at Prince- 
ton, Ill., will, with Mrs. Clark and his 
youngest son, sail from Montreal July 
2 for Europe to be gone about two and 
one-half months. He will visit Scot- 
land, England, Holland, Belgium, 
Switzerland and Italy. He will also 
spend a few days at Coblenz, Germany, 
where his daughter, Eunice M. Clark, 
has been serving with the Y. M. C. A. 
for about a year. Another daughter, 
Anne E., who has just graduated from 
Smith College, has received an ap- 
pointment to join her sister at Coblenz 
and sailed last week from New York. 
During Mr. Clark’s absence, the office 
at Princeton, Ill, will be in charge of 
his son, Roger A. Clark, who has been 
acting as cashier for about a year and 
a half 


James P. Sommerville, of J. P. & E. 
M. Sommerville, general agents of the 
Penn Mutual Life at Kansas City, was 
elected president of the national or- 
ganization of Cooperative Clubs at the 
convention in Kansas City last week. 
Mr. Sommerville was the first presi- 
dent of the national convention held in 
Kansas City ten years ago. He has 
served as president of the Kansas City 
Life Underwriters Association. 

A. D. Hindman, for 22 years with the 
American Life of Des Moines, died last 
week after an illness of several months. 
Mr. Hindman was vice-president and 
manager of the company until failing 
health compelled his retirement. He was 
prominent in Iowa and middle west life 
insurance circles. 


S. J. Rosenblatt, Chicago general 
agent for the State Life of Indiana 
and one of the leading producers in Chi- 
cago, has returned to his office after 
two months’ illness. He will begin 
active work in two or three weeks and 
expects to be back in true form by 
Aug. 1. 


Cherry & Cherry of San Antonio, 
Tex., general agents of the Bankers 
Life of Iowa, got in the million dollar 
class in May, their total business being 
$1,025,000. This agency is the second 
one in the Bankers Life field force to 
achieve the distinction of writing busi- 
ness at the rate of a million dollars a 
month. The first to win that distinct 
honor was DeForest Bowman, general 
agent in Chicago, who got in the mil- 
lion dollar class in March and April 
and in May produced $934,000. The 
third general agency of the company in 
May was A. H. Frazier of Milwaukee, 
who produced $454,500. 


C. L. Miller, vice-president of the 
National Guardian Life of Madison, 
Wis., has resigned, effective July 1. Mr. 
Miller has been in charge of the agen- 
cies of the company. While severing 
his connections as an official he con- 
tinues with the company. Mr. Miller 
has been much interested in field work 
and has seen the opportunity at the 
production end. He has decided, there- 
fore, to enter the agency ranks, have 
his headquarters at the home office and 
will develop an agency in southern Wis- 
consin. “Dad” Miller, as he is most 
widely known, started his business 
career when he was mustered out of 
the army at the end of the Spanish- 
American war. He went to Cuba with 
Colonel McMakens, 16th Ohio regi- 
ment, and came out when the army of 
occupation was withdrawn. He went 
with the Bell Telephone Company in 
the construction department. After 
having direction of construction in 
many parts of the country he was trans- 
ferred to the operating department and 
then developed from exchange manager 
to manager of the central Wisconsin 
district, covering some 16 counties, 

Mr. Miller entered life insurance with 
the National Guardian four years ago 
and two years later was made vice- 





c. L. MILLER 


president in charge of the agency de- 
partment. He gave much study to the 
detail of agency contracts and as a 
result of his research the company 
adopted a single form of contrag, iden- 
tical in its terms to every agent in the 
organization. His philosophy, however, 
would not permit him to be content 
merely to explain the advantages accru- 
ing ‘to the agent under his form of 
contract. He desired to participate. 

Leonard E. Meyer of the Meyer News 
Service of Milwaukee, correspondent of 
THE NATIONAL UNDERWRITER, was mar- 
ried last week to Miss Joan Kress, a 
young lady prominent in social affairs 
in the city. Mr. Meyer was back on 
the job Monday. The Meyer News 
Service is a live organization and is well 
known to insurance people. 


S. A. Mitchell, who gave up a good 
position in the bank at Lyndonville, Vt., 
last December to go with the New 
York Life, has written 82 applications 
and $92,000 since that time and leads 
the whole northeastern department in 
number of written and paid applications 
in three consecutive months of March, 
April and May. 

To show how some policyholders 
misinterpret the scope of their contracts, 
Actuary J. Charles Seitz of the Security 
Life of Chicago relates an interesting 
incident. A policyholder had a con- 
tract with the double indemnity feature. 
He was a farmer and in cutting down 
a tree slipped as the tree was coming 
down, one of the large branches strik- 
ing him and breaking both legs. Claim 
was made to the Security under the 
double indemnity clause. Mr. Seitz re- 
plied to the policyholder, stating that 
unless he died within 90 days, the com- 
pany was not liable. Mr. Seitz sug- 
gested that probably he would not de- 
sire to bring that contingency about. 

Percy L. Potter, who has taken the 
general agency of the Mutual Benefit 
Life at Des Moines, is already impress- 
ing favorably the life msurance 
fraternity of that city. Mr. Potter has 
been connected with the Detroit agency 
of the Mutual Benefit for the last nin 
years and is well equipped for his new 
position. He succeeded Robert Orriny, 
who resigned to take a position outsid« 
of life insurance. 

Harry W. Wannenwetsch, vice-presi- 
dent of the Western & Southern Life 
of Cincinnati, who is considered one of 
the best industrial officials in the coun- 
try, is away on a three months’ vaca- 
tion, for the most part fishing some- 
where down on -the Maryland coast. 
Mr. Wannenwetsch has for many years 
been President Williams’ right hand 





man in the management of the West- 
!ern & Southern and has worked so 
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| 
hard that his physician advised him to | 
take a long rest. The Western &) 
Southern has built up such a splendid 
home organization, with good men at 
the head of each department, that Mr. 
Wannenwetsch can safely be spared for 
this length of time without impairing 
the home office service. As a matter of 
fact the Western & Southern executive 
staff has had several men on the sick 
list during the past two or three months, 
both President W. J. Williams and 
Vice-President Chas. F. Williams hav- 
ing been obliged to give less active 
attention to their duties at times during 
the past winter, as has also Secretary 
J. F. Ruehlman. The Western & South- 
ern is going ahead under such impetus 
that it is rapidly becoming one of the 
great insurance institutions of the coun- 
try and now stands fifth among all the 
companies in the number of policies in 
force. 

N. E. Scott, manager of the Kansas 
City Life for the state of Washington, 
has surpassed all previous high records 
made by members of the agency depart- 
ment of the company. At the close of 
business May 31, there appeared on the 
records which give credit for personal | 
production, 82 applications having a 
total volume of $613,500, and gross 
premiums amounting to $18,697. The 
largest policy was $25,000, of which he 
wrote four, and the lowest $1,000, of 
which he wrote three. 

_ | 

Forbes Lindsay, author of the Lind- | 
say System and a number of books de- | 
signed to enhance the personal and | 
vocational efficiency of field men, is | 
delivering a course of lectures extend- 
ing over six weeks at the School of 
Life Insurance Salesmanship of Denver 
University, lately established under the 
auspices of Carnegie Institute. The 
Lindsay System has been adopted by 
Denver University as the basis of its | 
instruction in life insurance salesman- 
ship. 





To show that life insurance can be 
written in a section where financial con- 
ditions are not the best, the record of 
W. O. Perry of the Illinois Life at At- 
lanta, Ga., is splendid evidence. Mr. 
Perry is second on the leaders of paid 
business for the first six months of the 
year. He works not only in the city but 
in the country. The south has been 
considerably depressed because of con- 
ditions effecting its agricultural com- 
munities. Mr. Perry is sending in some 
splendid business in spite of adverse 
winds. 


Julius Abeshemsen general agent of 
the Illinois Life at Chicago, or as he is 
familiarly known, “Old Abe,” has no 
reason to complain of existing condi- 
tions so far as his record is concerned. 
Mr. Abrahamson states that this year is 
the best one that he has ever had so far. 
He gives it as his opinion that the large 
assured are using every means to keep 
their insurance in force. The higher 
lapse ratio in his opinion is largely due 
to the smaller policyholders. The big 
men in business, according to Mr. Abra- 
hamson, are appreciating life insurance 
more than ever and are buving it in in- 
creasing amounts. His observation is 
that when the premium comes around 
the holder of a big policy goes to the 
limit to pay the premium. 





William Alexander, secretary of the 
Equitable Life of New York, author of 
numerous life insurance books, has 
added another book to his list. The 


new hook, “The Prosperous Agent,” 
de particularly with the characteris- 
tics of successful solicitors and is writ- | 


ten particularly for those considering | 
fe insurance as their profession. It | 
also has pointers for those who have | 
Started, but lack confidence, and those | 
who have made some progress but are | 
itisfied. | 
Herbert M. Laflin, assistant counsel | 
of the Northwestern Mutual Life Mil- 
Waukee. addressed the Rotarv Club of | 
Anpletor Tuesday on “The Signs of the 
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The Faith that Achieves 


Abraham Lincoln builded his unfaltering 
faith upon ideals which have given immor- 
tality to his name. 


The Lincoln National Life Insurance Com- 
pany founding its character upon Lincoln’s 
service aspirations has given all its energies 
to the performing of its service duties to its 
agency force and the insuring public. 


Perfecting of The Lincoln Life organiza- 
tion has always been along the line of im- 
proving its service. 


The fruits of confidence which The 
Lincoln Life now enjoys proves the value of 
its ambition to serve. 


You reap the benefit of its service ideals 
when you 





The 
Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


LINCOLN LIFE BUILDING FORT WAYNE, INDIANA 
NOW MORE THAN $175,000,000 IN FORCE 
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HOME OFFICE TOPEKA KANSAS 





That is the big point that appeals to 
RESERVE LIFE, of TOPEKA. 


NATIONAL RESERVE LIFE 
any others. NATIONAL RESERV 


office executives. 
and bound to win. 


You'll want one! 


THE BIGGEST POINT 


Any life insurance salesman who has “‘been thru the mill” sooner or later 
realizes that home office executives who have had long experience actually 
selling insurance in the field, are best equipped to assist others in selling. 


been able to see something more than “‘a new company” in THE NATIONAL 


The President of this unique company has built up a state wide prestige and 
good will thru twenty years of successful insurance experience. 

In organizing the NATIONAL RESERVE LIFE he had in mind the creation 
of those elements that would most appeal to high grade, enterprising men who 
want to create something of permanent value to themselves. 
licies were built to sell in competition with 
LIFE field cooperation has be 
to fully satisfy the needs of good men rather than to tickle the vanity of home 


THE NATIONAL RESERVE LIFE is young, sound, vigorous, enlightened 


It has some unusual “ground floor’ opportunities for the right kind of men. 


Write al once for particulars, to 


GEORGE GODFREY MOORE, President. 


those live agents in Kansas who have 


n designed 












policies of 


THE FARSEEING AGENT KNOWS 





The demon- 
that his strated values 
abilities linked offered - 
‘ 3 
up with the Semtsuat wah cam ns 


E INSURANCE COMPANY CONFIDENCE 
of BOSTON, MASS. 


MUST WIN ALL THE TIME 








other particulars of fitness. 


YOUR OPPORTUNITY 


One of the large Canadian Life Companies, well estab- 
lished and offering up to date policy and agency 
contracts, is desirous of extending its field of operations 
in the States of Michigan, Ohio, Pennsylvania, and Illinois. 
To the right men, capable of developing portions of these 
fields, an attractive proposition will be made. 
writing, kindly state age, life insurance experience and 
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H. B. Arnold, First Vice-Pres. and Counsel 


Dr. E. J, Wilson, Vice-Pres. and Med. Director 
4. D. Price, Vice-President 
F. R. Huntington, Treasurer 





The Midland Mutual Life Insurance Company 
OF COLUMBUS, OHIO 
Dr. W. O. Thompson, President 


G. W. Steinman, Secretary 

. G. Barratt, Asst. Secretary 
4. Chas. Rietz, Actuary 

4. G. Monroe, Supt. of Agencies 
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or indirectly of violation of law by the 
insured; or by suicide while sane or in- 
sane; or as result directly or indirectly 
of injuries intentionally inflicted by the 
insured, 

This form of accident insurance pro- 
tection was issued by the Union Cen- 
tral in response to the desires of its 
field force. Requests of the insuring 
public convinced the field men of the 
Union Central that this form of pro- 
tection was greatly in demand. This 
rider was first issued May 2, 1921, and 





the company reports its attachment to a 
large number of its new policies. 


Equitable of New York 


The Equitable of New York says that 
preliminary term insurance up to nine 
months will be considered in exceptional 
cases, Whenever such preliminary term 
insurance for periods .of more than six 
months is desired, the home office must 
receive with the application, a statement 
from the agency explaining the reason 
for the preliminary term insurance. 








NEWS OF LOCAL ASSOCIATIONS 





Sioux City, Ia.—The annual meeting 
of the Sioux City Association was held 
Juhe 18, this being ladies’ night, and a 
public meeting. J. D. Walsh, district 
agent of the Bankers Life of Iowa, was 
chairman for the evening and had se- 
cured as principal speaker F. H. Free, 
city attorney, who spoke upon the op- 
portunity of the underwriter in promot- 
ing Americanism and good citizenship. 
The meeting was also entertained by 
readings given by a sister of Mr. Walsh, 
who is a very accomplished reader. 

The election of officers resulted in the 
selection of C. H. Ross, Mutual Benefit, 
as president; L. E. Sigmond, Central Life 
of Illinois, vice-president; J. D. Walsh, 
Bankers Life, secretary; Carl T. Prime, 
National Fidelity Life, treasurer. 

The executive committee consists of C. 
A. Smith, Central Life of Iowa; L. R. 
Campbell, Connecticut Mutual Life; Frank 
Sloutzky, Mutual Life of New York; I. 
G. Miller, Bankers Reserve Life: E. W. 
Stryker, Columbian National Life. The 
new executive committee is planning for 


larger activities, greater publicity and 

stronger programs for the coming year. 
* * 

Portland, Me—More than 200 life 


men from northern New England states 
gathered at Prout’s Neck the past week 
for a sales congress which proved most 
instructive and interesting. The Maine 
Association was the host. Former Prés- 
ident J. Everett Hicks of the Boston 
Association, Harry H. Havens and 
Franklin W. Ganse of Boston, Matthew 
Walker of Philadelphia and Dr. Frank 
Cc. Wells of New York were the princi- 
pal speakers. Commissioner G. Wal- 
dron Smith was a close attendant dur- 
ing the sessions. 
* * * 

Boston Mass.—The Boston Associa- 

tion, to the number of some 200, had its 





| 


annual outing, field sports and summer 
banquet Thursday. Various novel sports 
were pulled off during the afternoon, in 
which some prominent company officials 
even deigned to participate. Swimming 
races were pulled off in the big outdoor 
tank and members of the Lowell branch 
of the Boston Association won the ball 
game. An excellent shore dinner, with 
President Charles Gilman presiding, 
presentation of prizes and a cabaret 
entertainment closed the day. 


* * * 

Minneapolis, Minn.—Approximately $2,- 
000 will be expended in the advertising 
campaign now in process by the Minne- 
apolis Life Underwriters, it was an- 
announced following a meeting of that 
body Thursday afternoon. The cam- 
paign is being launched through the 
daily press of the city, and the money 
is derived from personal subscription of 
the various agencies making up the Min- 
nesota organization. An appropriation 
from the underwriters’ fund will be made 
to augment personal subscriptions. 

The meeting held Thursday will be the 
last until September, when the regular 
monthly meetings will be resumed. 

* * * 


Racine, Wis.—At the annual meeting 
of the Racine-Kenosha Association, held 
in this city, Louis Ocain was elected 
president, Robert Gales, vice-president, 
and Grover Miller, secretary. 


* * * 

Jackson, Mich.—Under the direction of 
Lansing, Mich., life men a local associa- 
tion known as the Jackson Life Under- 
writers Association has been formed at 
Jackson with 37 members. Meetings will 
be held each month. The greater part 
of the organization work was done by 
Fred Wilson, district manager of the 
Equitable Life of New York. 
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Western & Southern Changes 


A. J. Strang, superintendent for the 
Western & Southern Life at New Castle, 
Pa., has resigned to devote his entire 
time to ordinary business, writing for 
one of the large companies. He is a 
son of J. A. Strang, the veteran super- 
intendent of the Prudential. G. Earl 
Allen, formerly assistant at Pittsburg, 





has been succeed Mr. 


Strang. 


promoted to 


Metropolitan Changes Titles 
The Metropolitan Life has abolished 


the title “superintendent” and adopted 
the name “manager” instead. Deputy 
superintendent now becomes deputy 


manager. 








Yeomen “Peeved” Over Report 


The Brotherhood of American Yeo- 
men is peeved over a sensational re- 
port of that organization given to the 
public by Commissioner Savage of 
Iowa some months ago. The report 
was in the form of a finding by Henry 
L, Adams, Des Moines attorney, who 
had been commissioned by the depart- 
ment to make an investigation. 

As a result of the said “peeve” the 
Yeomen at Denver last week passed a 
resolution authorizing the directors to 
move the home offices from Des 
Moines. Since the majority of direc- 
tors reside in Des Moines and Iowa, 
they are not likely to make the move 
at this time. Besides, they point out, 
moving the offices from Des Moines 
will not permit them to escape the 
watchful eye of Commissioner Savage. 

The Yeomen charge that the findings 
of Mr. Adams as transmitted to the 
Iowa department were unwarranted. 





Carnegie School on Coast 


The Carnegie School of Life Insur- 
ance Salesmanship started in San Fran- 
cisco last week with approximately 110 
students in attendance. The course 
will run nine weeks, classes being held 
daily. In the afternoon the students 
are required to devote the four hours 
to actual field work and reports are 
filed the following morning. 


No Money for Actuaries 


By a vote of 48 to 28, the Wisconsin 
state assembly killed a bill appropriat- 
ing $9,000 to pay actuaries who assisted 
the special legislative committee last fall 
to investigate the Wisconsin state teach- 
ers’ retirement fund. The $9,000 was to 
provide for expenses over the $5,000 
originally alloted by the legislature for 
the work. It is reported that Herman 
L. Ekern, counsel of the mutuals, 2nd 
former state commissioner of insurance, 
has a considerable amount due him for 
work with the special committee. 
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LIFE COMPANIES STILL 


had. The 
to work 


it always has 
farmer continues 


same pace 
| American 


INVEST IN FARM LOANS| | night and day and occupies an enviable 


Not Worried About That Class of 
Investments, Despite Slump 
in Values 


SAFETY NOT IMPAIRED 


Loans Always Made on Conservative 
Basis and Security Is Still 
Considered Good 


Some question has been raised re- 
cently in regard to the present desira- 
bility of farm mortgages, so long 
the popular investment for many life 
companies. It has been suggested in 
some quarters that they have been so 
affected by present conditions that they 
are not the high class investment for- 





| position in comparison with the average 
| industrial organization. He has no 
worry from strikes and unemployment 
—in fact, the latter is an aid to his 
work, for it increases the available farm 
help. He never goes on strike him- 
self and is never out of a job. The 
only possible danger is in crop failure 
and that can now be met by various 
forms of insurance. His life investment 
is his farm and it is always there before 
him. 

Right now, the farmer is the one man 
who has seen the complete readjust- 
ment of his business—he is through 
with reductions, for his products are 
now on a pre-war basis. Again quoting 
one of the investment companies: “Once 
more the farm mortgage emerges from 
the wreck of speculative securities as 
the one harbor of safety.” That is 
stressed by officers of life companies as 
proof conclusive of the stability of such 
investments. “The periodic depressions 
always see the same reversal in values 
of all other classes of securities than 
farm mortgages and each time the latter 
stand in bold relief as the great life 
insurance investment,” said one of the 


merly considered. This, however, seems | investment managers of a western com- 


to be far from the common belief. 
life insurance companies, 
whole, seem to have the same regard for 


The 
almost as a} 


| 


such securities that they had in the old| 


days. 
tives said: “If they were good 20 years 
ago, they are good today, if properly 
selected.” 

The criticism comes from the deprecia- 
tion in land values, especially in the 
middle west, where war-time increases 
of well over 100 percent were not at all 
uncommon. Naturally this must return 
to normal and in fact has already 
verted to a very low mark. Land which 
originally sold for $100 touched such 
levels as $200 and $250, but it is now 
down to $150 or even less in many cases. 
Mortgage Holders Not Seriously Affected 


From the standpoint of the investor in 
the land, he is very unfortunate who 
purchased at the peak and he is now in 
a bad way. 
mortgages is not in the same class. He 
has the same investment as before. A 
member of one of the leading farm 
mortgage investment companies said re- 
cently: 


As one of the western life execu- | 


|values have declined 


re-| 


But the purchaser of farm |” 


“Despite the tremendous shrinkage in 
the value of stocks and bonds, farm 
mortgages have never deviated one| 


penny and continue to be worth par and 


accrued interest in the face of the most! 


acute financial upheaval, war or indus- 
trial depression. They never have been 


above par, but neither have they ever 
been below. And they will remain at 
par five or ten years from now when the 


value of the average security other than 
the farm mortgage will be decreased and 
the interest return cut down.” 


Seek Safest Form of Investment 


Life insurance companies always have | 
and always will turn to the safest form 
of investment securities for the placing | 
ci their money. The nature of the 
business requires this. The fact that 
the insurance companies have  pur- 
chased one-fourth of all farm mort- 


gages issued in the past and are in- | 
creasing their holdings now is indicative 


of the value placed by officials on these 
securities. Company investors point 
out that under the present industrial 
conditions the stock and bond markets 
have been terribly hard hit and that 
industrial, public utility and government 
securities have so depreciated in value 
that it should be easily seen that for a 
Stable, one-value, steady income invest- 
ment, the farm mortgage is the best. 


Agricultural World Keeps Up Pace 


It is natural for this to be the case 
when the nature of the security is 
noticed. A farm mortgage means an in- 
vestment in an agricultural project. 
While factories and offices are closing 
the 


and slowing down their activities, 
world 


agricultural is keeping up 


| 


| of the 
| that 


| 
| 





the | 


pany. 
Loan Only on Companies’ Valuations 


The officials point out, however, that 
while there has been no change in the 
value of a farm mortgage, the security 
behind the mortgage has been greatly 
reduced, but not impaired. The land 
50 to 100 percent 
and in many cases are still oper to a 
further decline, and any investor who 
purchased a mortgage on the legitimate 


50 percent basis on war time values 
has a real danger and liability. How- 
ever, the insurance companies, in line 
with their usual cautious policy, made 


their investments in the most careful 
manner and are now in as good a posi- 
tion as before. When the values were 
mounting, the basis for loaning was 
never changed proportionately. The 
companies made their own valuations 
of the property and only loaned on 
about three-fourths of any valuation. 
rhey also confined the loans to a limit 
of 40 percent, and more often allowed 
only 30 percent. Under these condi- 
tions, the land can return to rock bot- 
tom and still leave a security as good as 
pre-war conditions allowed. On the 
other hand, those who increased loans 
with the increase of values have reason 
to complain of market conditions today. 
They must stand ready to take a loss, 
while the careful investor can rest easy 
in the satisfaction of a dependable in- 
vestment. 


Richmond Life Man Stricken 
Stricken 
of his 
| Lewis, 


bathroom 
“= & = 
Virginia agency 


New York in 


suddenly in the 
home in Richmond, 
cashier of the 
Mutual Life of 
city, was found unconscious on 
the floor and for nearly a week hov- 
cred between life and death. His con- 
diton is now reported to be more fa- 
vorable, though still regarded as 
serious. He is a former secretary- 
treasurer of the Richmond Associa- 
tion of Life Underwriters. 


Iowa Agency’s Good Record 


Eighteen agents of the Northwest- 
ern National gathered in Cedar Rap- 
ids, Ia., last week to celebrate the 
completion of one year’s quota in six 
months. W. Rolla Wilson of Minne- 


apolis, vice-president of the company, 
directed the meeting. All of the 18 
agents were former students of the 
State University of Iowa and one of 
the leaders was “Stub” Barron, for- 
merly football star at that institution. 

E. A. Marthens of Milwaukee, vice- 


president of the Great Northern Life of 
Wausau, Wis., attended the national 
convention of Kiwanis Clubs in Cleve- 
land last week. Mr. Marthens served 
as head of the Milwaukee organization 
and was district governor for two or 
three years. 














Public 


Company 


Life Insurance 


Incorporated As a Stock Company Under The Laws of the State of Illinois 








Capital, $500,000.00 





ALFRED CLOVER 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 


HOME OFFICE: 
108 South La Salle Street 


| CHICAGO 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 


General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


ILLINOIS 











state for 





Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois 
has several unusually at- 
tractive openings in that 


general agency caliber. 
—l)—- 
Contract direct with the 
Company. 
—C}- 
Over $125,000,000 of in- 
surance in force. 
—Tj _ 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“‘Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 


life men of 





Sprin¢field, Ill. 





Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
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MUTUAL TRUST 


LIFE INSURANCE 
COMPANY 


INSURANCE IN FORCE...............-++++:: $70,000,000 
PEE pcdocdeucekdsecevessancecsbactentonena $ 6,000,000 





FULL LEVEL PREMIUM RESERVES 


Youngest Company in America to Discard Preliminary Term Valuations 


A Strictly Mutual Company in which the Good 
Will of Responsible Agents Counts for 100%. 


IF YOU WANT TO GROW aopress 


HOME OFFICE—30 N. LA SALLE ST., CHICAGO, ILL. 





























THREE 
RULES: 


The Northwestern Mutual Life 
Insurance Company was the pioneer 
in establishing rules to protect itself 
and its agents against evils which de- 
moralized the business. 























For twenty-seven years it has enforced a stringent 
Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage 
Rule which prohibits the acceptance of business 
from, or the payment of commissions to, other than an 
agent of the company. Exception only is made in the 
case of legitimate surplus business and then only from 
a licensed agent of another company upon an anti- 
rebate agreement from him. 


For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all ap- 
pointments to general agencies shall be made from those 
already connected with the company and otherwise 
qualified. 


To the literal enforcement of these rules is attributed, 


in large part, the success, high character and the loyalty 
of the agency force of 


THE NORTHWESTERN MUTUAL 


L i INSURANCE 





COMPANY 


Milwaukee Wisconsin 

















j. O. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 





HEARS “PEPPY” TALKS 


(CONTINUED FROM PAGE 3) 


the talk by E. J. Kohn, Northwestern 
Mutual. Mr. Kohn is a man who 
broke all agency records in his first 
year as a life agent and was thus se- 
lected to explain the short word “pep.” 
He said that the word is an abbrevia- 
tion of the word “pepper” and that it 
implies a sting. That is, it means that 
a man has an ability to work with an 
energy which will enthuse others. It 
means punch, push and enthusiasm. 
It does not mean that an agent should 
go into a man’s office, slap him on the 
back and show physical signs of en- 
ergy. He can work very quietly and 
yet have the spirit that will show an 
interest in the other man and create 
an enthusiasm among all with whom 
he comes into contact. 


Day on “You and I” 


Darby A. Day, general agent Mutual 
Life, spoke on “You and I.” He said 
that “you” and “I” are all that there is 
to life and if a man realizes that the 
“I” is all important thing in success, 
he will add greatly to his ability. He 
said that the man who says that he 
had no chance has no place in the 
world. A man is what he is, because 
he is born that way, but he is where 
he is because of his attitude towards 
life. The shining examples of poor 
men who have won success refute the 
statement that a man has no chance. 
If a man learn to live so that others 
will realize that he has an interest in 
them, he will get far. If he forget the 
“T” and put the “you” first, if he make 
the “you” the “I” and the “I” the 
“you,” he will succeed. 


As the proper authority on stories, 
Jules Girardin, general agent Phoenix 
Mutual, explained the “Value of a 
Good Story.” He said that the story 
may be used to an advantage as a 
means of securing prospects, but be- 
yond that it is questionable whether 
the story-teller is at an advantage or 
loses. A prospect does not usually 
care to waste time listening to stories 
and the agent may lose a sale if he 
spends much time on them. His talk 
contained much of interest and he re- 
lated a good story from his own ex- 
perience. 

The June meeting was the last until 
October, at which time the election of 
officers will be held. 


Mutual Life’s Agency Meetings 


Members of the Western Division of 
the Mutual Life’s $125,000 Field Club 
will hold their annual meeting at the 
Stanley Hotel, Estes Park, Col., July 
6 and 7, while the Eastern and South- 
ern Divisions will assemble at the 
Hotel Ambassador, Atlantic City, Aug. 
2-3. On Aug. 10-11 the $250,000 Club 
of the company is to meet at the Cop- 
ley Plaza, Boston. Vice-President 
Dexter and other executives of the 
Mutual Life plan to be at the several 
agency gatherings, and will present the 
home office viewpoint on field prob- 
lems. 


Texas Company’s New Plan 


The Commonwealth Cooperative 
Life of Dallas, Tex., has amended its 
charter so as to change its name and 
bring it within the purview of the new 
mutual life insurance law which be- 
came effective in Texas June 11. Thus 


far it is the only strictly mutual life 
insurance company chartered under 
the laws of Texas. The amendment 


changes its name to Texas Mutual Life 
and authorizes it to write insurance on 
the mutual level premium legal reserve 
plan against loss of life, health, acci- 
dent and disability. Incorporators and 
directors are Homer B. Fisher, J. H. 
Brillhart, E. M. Powell, Tom G. Leach- 
man, Sneed Strong, P. H. Smith, Thos. 











J. Jones, C. S. Dawley and J. H. Payne, 


CHICAGO ASSOCIATION | 


YOUR NAME 
V> HERE 
- sr Pencils Build N 


Good Will and Bring Results 


Turn your prospects into 
customers and your cus- 
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eR et 


tomers into friends by 
presenting them with 
high-grade Advertising 


Lead Pencils, printed 
with your aivertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 
Samples and quotations on request 


An “Ad” in the hand is worth 1000 
in the waste basket 


NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 






















FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 

Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, IHinois and Kentucky 








“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This ie a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «8-7 Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








The Accumulation Policy 


is a combination of insurance 
and investmentina new sense. 


Specimen Rate 
Age 35...... $31.90 per $1000 


The continued payment of the rate 

creates increasing benefits each year. 

As a seller it has no competition. 
Write us about it. 


NATIONAL LIFE ASSOCIATION 


Des Moines, lowa 
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LOCKWOOD HEARINGS 


POSTPONED TO FALL, answer 


(CONTINUED FROM PAGE 2) 


opinion that as 94 per cent. of the 
shares had been secured by the repre- 
sentatives of the policyholders, the 
Prudential was “mutualized for all 
practical purposes.” For his refusal 
to answer certain questions put him by 
Mr. Untermeyer, Mr. Dryden was held 
to be in contempt of the committee, 
though later when pressed as to what 
he proposed doing in the matter Mr. 
Untermeyer was evasive, conveying the 
impression that all attempts to punish 
the head of the Prudential were off, at 
least for the present. 


Peabody on Stand 


Mr. Dryden was followed upon the 
witness stand by Charles A. Peabody, 
president of the Mutual Life. Bad 
blood has existed between Mr. Peabody 
and Mr. Untermeyer since the days 
when shortly after the Armstrong in- 
vestigation the latter sought to secure 
enough proxies from Mutual Life 
policyholders to unseat’ President 
Peabody; an effort that ended in dis- 
mal failure. Sharp passages occurred 
between the two at the time, resulting 
in a damage suit for $50,000 brought 
by Mr. Untermeyer against Mr. Pea- 
body. The case never came to trial, 
though the Mutual Life’s head was 
ready to go on with it at various times. 

On behalf of the Lockwood Com- 
mittee Mr. Untermeyer had read into 
the records a mass of statistical data 
purporting to show the investment ac- 
tivities of the Mutual Life for a series 
of years, which figures Mr. Peabody 
offered to have “corrected” if given the 
opportunity. It was maintained by Mr. 
Untermeyer that whereas the assets of 
the company had grown enormously in 
the past ten years, the percentage of 
these that were invested in real estate 
mortgages in 1919 was but 16 per cent., 
as against 25 per cent. in 1911. Mr. 
Untermeyer was further angered at 
the loss which he declared the Mutual 
Life sustained in holding several thou- 
sand shares of New Haven, Pennsyl- 
vania and other railway stocks, instead 
of disposing of them as the law re- 
quired. Mr. Peabody insisted that the 
company had sold millions of dollars 
of stocks since 1906, and that the rea- 
son it had not gotten rid of its entire 
holding by now was the absence of a 
proper market. While Mr. Peabody 
failed to see the pertinency of the ques- 
tion as to what his salary was as pres- 
ident of the Mutual Life, he informed 
the committee that it was $75,000. 


Mr. Peabody’s Statement 


Denied permission by Mr. Unter- 
meyer to make a statement at the con- 
clusion of his testimony Mr. Peabody 
later handed the newspaper men this 
statement: . 

“The publications in the mornin 
newspapers as to the alleged losses o 
the Mutual Life are, in most essential 
respects, false and misleading. This is 
probably due to the fact that the in- 
sinuations contained in the questions 
asked by the counsel for the committee 
were calculated and intended to give a 
false and misleading impression. 

“The supposed losses of the Mutual 
Life are the losses due to the natural 
shrinkage in market values resulting 
from the late war and other causes. On 
the other hand, the profits made by the 
Mutual Life on the stocks sold since 
1906 are many million dollars more 
than the losses measured by present 
market value of stocks remaining.” 


Prudential Asks Investigation 


Directors of the Prudential Life, re- 
cently under fire before the Lockwood 
Legislative Committee which investi- 
gated housing condition in New York, 
requested the New Jersey Commis- 
sioner of Insurance to examine its af- 
fairs since 1902 and to invite commis- 
sioner of other states with which the 
Prudential does business to cooperate. 
Phe request was embodied in a resolu- 
tion unanimously adopted by the board. 


It approved the refusal of Forrest F. 
| Dryden, president of the company, to 
certain questions asked by 
Samuel Untermeyer, counsel for the 
Lockwood Committee, during his re- 
cent testimony. 


Wants Sweeping Examination 


The resolution asked the Insurance 
Commissioner especially to examine the 
Prudential’s relations with the Fidelity 
Trust Company of Newark, the charac- 
ter and extent of its deposits in other 
banks, the mutualization of the com- 
pany in 1915, and any other transactions 
or business policies of the company 
which were adversely criticized by Mr. 
Untermeyer. A statement issued by 
the directors of the Prudential charac- 
terizes Mr. Untermeyer’s examination 
of Mr. Dryden as unfair. It was made 
clear, the statement said, that the Pru- 
cential had nothing to expect from the 
Lockwood Committee except misrep- 
resentation. 





KEEPING CLOSE TO CLIENTS 





Field Men Especially Urged by Com- 
pany Executives to Retain Old 
Business on Books 





_NEW YORK, June 28—Life com- 
pany executives are urging their field 
men to forego customary vacations 
this summer, and to pay strict and con- 
stant attention to business, not only 
with a view to ‘writing additional in- 
surance and thereby maintaining pro- 
duction, but to keep in close touch with 
present policyholders and _ prevent 
lapsations. It is undeniably true that 
during the past three years, when life 
insurance was so freely written, much 
of it was not properly sold; that is the 
assured accepted the indemnity rather 
as supplying an outlet for the invest- 
ment of some of his easily acquired 
wealth than through a thorough con- 
viction as to the purposes of the pro- 
tection. 

It is business of this character that is 
now going off the books of the com- 
panies, and which the agents are asked 
to make a particular effort to retain. 
Managers request that the agents see 
every one of their clients, going over 
with them carefully and fully the na- 
ture of the contract they hold, and 
pointing out the harm that will inure, 
primarily to themselves and to their 
beneficiaries, if the insurance be 
lightly discarded. “The business that 
stays is the business that pays” is a 
truism that applies with peculiar force 
to life insurance, for a lapsed policy- 
holder almost invariably means a dis- 
satisfied policyholder, and an enemy to 
the institution of life insurance. 

In times of stress such as the coun- 
try is now passing through, it is 
pointed out that a man’s life insurance 
constitutes his most stable asset, and 
he should hold fast to it . Every policy 
retained will benefit not alone the in- 
surance company, the agent, and to a 
far greater degree the assured himself, 
but will further aid to just that degree 
in the stabilizing of general business 
conditions. For these all sufficient 
reasons agents are strongly urged by 
head office men to cultivate their 
fields with an earnestness and intens- 
ity never previously shown. 





Equitable’s Convalescent Home 


As a home for its convalescent female 
employes, and a vacation center for 
others in good health, the Equitable 
Life about a year ago acquired a his- 
toric’ property near Boonton, N. J. The 
old homestead, originally built over a 
century ago, was thoroughly remodeled 
and the spacious grounds laid out so as 
to provide tennis courts and other 
means of recreation. At the present 
time 17 convalescents and 24 vacation- 
ists are enjoying its comforts, the num- 
ber of the latter to be increased as the 
summer period advances. 











The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 


I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or Iowa. Write me — right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 
INS. CO. 


Farmers National Life Building 
3401 Michigan Ave. CHICAGO, ILL. 




















—— 
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Improved Disability Provision 


Claim may be made as soon as disabilily occurs—no probationary 
period. 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 

















GreatRepublicLife Insurance Company 
LOS ANGELES, CALIFORNIA 
Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. 8S. BRIDGEWATER J. R. RAILEY 
3825-331 Title Guaranty Bidg., 401 Dallas County State Bank Building 
St. Louis, Missouri jas, Texas 


Mgr. Missouri and Kansas Mgr. Texas and Oklahoma 


W. H. SAVAGE, Vice-President and Agency Director 
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GREATEST 


ILLINOIS 


COM PANY 


WANTS GOOD MEN 


WILL PAY THEM WELL 





‘METROPOLITAN LIFE 
TO WRITE DISABILITY 


(CONTINUED FROM PAGE 1) 
and Casualty of Nashville, are among 
the companies writing liic, accident and 
health class. 

Missouri State Life’s Department 


The Missouri State Life opened its 


accident and health the middle of June. | 


It will push this department vigorously. 
The Pacific Mutual Life is one of the 
medium-sized 


and health department. Its premiums 
from that department are upward of 
$3,000,000 a_ year. The Continental 
Casualty, which writes casualty insur- 
ance, has as its running mate the Con- 
tinental Assurance, which writes life in- 
surance. The Maryland Casualty, which 
is one of the big casualty companies 
of the country, has as its ruaning mate 
the Maryland Assurance. 


Big Premium Companies 
The companies writing over $900,000 
accident and health premiums last year 
are as follows: 


Aetna Life ....... $ 4,922,960 $ 2,222,992 
Bus. Men's Assn 918 836,064 





Central Bus. Mens. 
Cloverleaf Life & 


0 Oe 912,109 342,595 
Continental Cas.. 5,926,398 2,357,346 
Employers’ Liab.. 1,060,922 514,292 
Fidelity & Cas.... 3,610,086 1,881,548 
General Acci..... 1,250,514 604,567 
Maryland Cas..... 1,410,876 203,909 
Mass. Bonding 2,843,540 1,260,033 
Mut. Ben. H. & A. 1,296,482 400,994 
National Cas..... 916,798 351,571 
National L. & A.. 8,879,142 2,686,707 
National U. S. A.. 2,818,825 927,184 
N. Am, Accid..... $ 1,857,706 $ 689,287 
Pacific Mutual ... 3,326,492 1,058,153 
Preferred Accid... 1,393,519 625,875 
Provident Life & 

MOCISOMt ..ccce- 1,259,292 520,498 
Standard Accident. 2,844,906 1,151,209 
EEE wenceecs 9,674,474 4,821,735 
Ss f a 1,008,608 477,422 
U. S. Fid. & Guar. 933,842 435,760 





POINTS TO LIFE MEN’S 
MISTAKES IN SELLING 


(CONTINUED FROM PAGE 7) 


Worth or the Mechanical Value of 
the Man,” as a valuable way of show- 
ing a prospect the amount of insur- 
ance needed. There were innumerable 
ways in which to figure out for a pros- 
pect what he is worth to his family or 
business, and an important thing is to 
get the prospect to answer the neces- 
sary questions for establishing a basis. 
It is well, whenever possible, to have 
the prospect do the figuring, steered by 
the agent. In one case, he stated, an 
agent got a prospect into the proper 
frante of mind by citing the value of 
a chair in the office. “Get them to 
thinking in cash,” he said, “is a proper 
and feasible plan.” Mr. Briggs pointed 
out the need of keeping the prospect 
in an affirmative frame of mind, and 
the value of apparently harmless and 
casual questions. 


First Arouse Interest 
“Many agents think they are poor 


closers,” said Mr. Briggs, “when they 


merely have failed to arouse proper in- 
terest. You must show them. I be- 


companies that has |} 
always had a very vigorous accident | 


The 
Columbian 
National Lite 


Insurance Company 


Boston, Massachusetts 


ARTHUR E. CHILDS 


PRESIDENT 


Paid Life Insurance for 
Year 1920 over 
$35,000,000.00 


Life, Accident and 


Health Insurance 


Low Guaranteed Rates 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 


President 
JOSHUA N. WARFIELD, Jr. 
Vice-President 
JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 
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lieve in high pressure stuff only in this 
way: Give the man a good and sound 
reason for taking the insurance and 
then make him take it.” 

Charles Will, Waukesha _ special 
agent, presided at the first day’s ses- 
sion, and James Gregg of Milwaukee, 
and James Baley of Kenosha, at the 
second. Albert C. Olson, president of 
the Milwaukee Association of Life Un- 
derwriters, was one of the speakers on 
Friday, pointing out the necessity for 
hard work, plent¥ of calls per day, oe 
e | cheerful optimism at this time. ne 
Insurance in force than $128 ,000,000 | greater part of the second day was 
| given to an analysis of the company’s 
| policies and propositions. In the after- 
| noon the party attended a_ baseball 
| game. A banquet was held Thursday | 
evening. | — 











A Penn M I Premi less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penm Mutual Values, 
makes an Insurance Proposition which in the 
sum of all ite Benefits, is unsurpassed for net 
low cost and care of int of all b 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 








. 

















Cc. Fred Davis, general agent of the 
State Mutual Life at Indianapolis, has National Underwriter by 
moved his offices ‘from the Lemcke An- annual subscription. 
nex to 1138 Hume-Mansur building. | — 





8c a week is the cost of The 
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LIFE INSUR. ANCE _EDITION | 








MODERN BUSINESS GETTING METHODS 








Fixing “Mechanical Value” of a Man 
Is Aid to Salesman in Selling Life 


Insurance, Joseph W. Briggs Declares | 


ETERMINING the’ mechanical | 
value of a prospect—whether pro- 
: fessional man, business man, 
iarmer, etc.—then putting a commen- 
surate proposition up to that prospect, 
and selling him a policy, not only pro- 
duces business, but overcomes many of 
the usual possibilities of having to “re- 
sell” the policy on delivery, lapsation 
and other things that often must be 
contended with, according to Joseph 
W. Briggs, manager of the Massachu- 
setts Mutual Life at Milwaukee. 


Mr. Briggs admits that it is not al-, 
ways an easy matter to determine un- 
derstandingly “the mechanical value of 
a man” to the prospect. Much depends 
upon the profession or work in which 
he is engaged; size of his family, busi- 
ness and similar features, and other in- 
timate considerations and_ circum- 
stances. Careful study, however, will 
solve these preliminary steps to the 
sale. The big thing, probably of all 
the points, is to get the prospect into 
a frame of mind where he will answer 
questions giving the agent the oppor- 
tunity to develop such points and facts. 
This implies preliminary knowledge of 
the principles of the idea. 


How Much Is Man 
Worth to His Family? 


Mr. Briggs, in discussing the sub- 

ject with his agents at the 1921 annual 
conference in Milwaukee, brought out 
the following suggestions on this sub- 
ject: 
_ “What is a man worth to his fam- 
ily? The government has held that 
every laboring man_ should carry 
$7,500 insurance and the fixed value on 
the life of a soldier was $10,000. The 
cld-fashioned way was to say that if 
2 man had an income of $3,000 a year 
that he was worth $50,000. It is, of 
course, impossible for a man to carry 
that amount of life insurance. 

“The question of making the man see 
his present worth is a hard problem to 
solve. But, I believe, all will agree 
that the best way to explain it depends 
upon the individual. If I were talking 
to the city man I would talk in the 
terms of interest on his money. If I 
were talking to the farmer and I 
wanted him to see his insurable value, 
I would get him to figure just what his 
farm would rent for and what it would 
be to lose his wife and live in town. 
The farmer is so tied down to his place 
that he often does not realize that a 
very small part of his earnings are 
interest and that the great part is his 
labor and his personality. It is like a 
heavy current being put over a light 
wire; if the wire is too light for the 
current, the wire burns. If our pros- 
pect does not carry sufficient life in- 
surance and the wire burns, the loss 
is the shortened life of the woman and 
the neglected education of the children. 





Death of a producer means loss, and 
every loss must be repaid. 
Not Selling Insurance 

But Selling Values 

“We are not selling insurance, we 


are selling values. A woman of 60 in 
good health with grown children is not 
rth one cent; she has no value. In- 
e people frequently live a very long 
One of the reasons that’ they are 
t insurable is because they are a 
iability and not an asset, I frequently 
Say: ‘we are not insuring your life; we | 
want to get your value. What would 
the wife and kids lose if you should die | 
tonight? 
“This thing of 


can be im- 


values 





pressed upon the man in many ways, 
and the more ways we can make him 
realize that he is a value which must be 
lost, the more likely we are to make 
the sale. 

“I frequently say 
mind to the subject: 
is that chair worth, $25? If that chair 
burns, or is broken up, you have lost 
$25. Destruction of that chair means 
ioss and every loss must be repaid by 
someone. If you die tonight your fam- 
ily have lost your value just as much 
as you would lose if I would take that 
chair and break it.’ 


Using Table to 
Show Present Worth 


“The New York office has developed 
the present worth or the mechanical 
value of a man up to a very fine point 
and the use of this table is a part of 
the instruction of every new person 
connected with the New York office. 

“Some time ago I called on one of 
our old policyholders, and I wish to 
tell you just how I handled the case, 
not as being a particularly difficult sale 
to make but to give you an idea of 
how you might be able to use the New 
York idea and profit as I did. 

“After visiting a while I said, 
Brown, how are you fixed on insur- 
ance?’ He said: ‘I have all I can 
carry.’ ‘Do you know that we have a 
way of figuring just what a man is 
worth as a machine. Would you like 
to know just how it works? Do you 
mind if I ask you a few personal ques- 
tions? How much did you make last 
year? How much did you spend for 
clothes, club dues, life insurance, ac- 
cident insurance, charity, personal in- 
come taxes, etc.’ He told me. ‘Now 
let us figure how much you saved. 
Then the balance is what it costs you 


this, to get his 
‘Mr. Brown, what 


‘Mr. 








| SOME USEFUL RULES FOR CLOSING 
PROSPECTS FOR LIFE INSURANCE 








GIVES WIDE PLAY TO 
IMAGINATION 

The theorists and dreamers are 
the men who develop and pro- 
mote ideas. Without them the 
practical man would work in 
something like a treadmill, going 
around and around at the same 
old task in the same old routine 
way. rhe life insurance agent 
has a business that gives one of 
the greatest fields on earth for 
ingenuity, fresh ideas, novel pres- 
entations and—imagination, A rut 
is the very last part of the road- 
way of life for him to stumble 
into. The efficient man is the man 
who thinks, then converts his 
thought into action—New Eng- 
land Pilot. 











to keep your wife and family.’ Then 
multiply the answer by the present 
worth table for his age, showing just 
what he was worth as a mechanical 
machine. 


Gives Man Good Opinion 

of His Own Importance 

“When you have this figured it is 
not worth very much to you except to 


give the man a very good opinion of 
his own importance. After I had these 
figures I said: ‘How much life insur- 
ance are you carrying?’ I multiplied 
the number of thousands by 6 per 
cent., giving him the income his fam- 
ily would obtain, The man, of course, | 
was shown that he was way under- 
insured. After I fixed the minimum 


amount of income that he should have, 
{| had the beneficiary clauses on these 
contracts rewritten so that the prin- 
cipal would be paid out in 10 years. 
This would give the man a maximum 
income until the daughter’s education 
was completed, I then wrote the man 


an income of $40 a month, continuous 
monthly income policy. Then after his 
children are grown the wife will be 


sure of $40 a month. This means as 


leng as she lives.” 








BY ALBERT H,. CURTIS 
General Agent New England Mutual at Boston 


1. Form the habit of getting your 
proposition before the prospect at the 
earliest moment in the interview. The 
first time that you make a complete 
statement of it, your opportunity for 
closing is the best that you will ever 
have. The usual way of making a call 
“to break the ice” is all wrong. A 
salesman more than ordinarily success- 
ful said: “Provided that I have fully 
stated my proposition, I will not call 
upon a man more than twice unless he 
can give me reason for so doing. 
cannot make a hole with a gimlet I 
haven’t time to make it with a hammer.” 


* * * 


2. Eliminate the hopeless cases. A 
successful broker said: “One of 
most valuable faculties in business life is 
to know when to pocket a loss.” Have 
at least three classes of soliciting cards; 
one group that you are working upon 
each day, another that is fairly active, 
and the third to be looked over occa- 
sionally. 

+ * 7» 

3. Employ systematic tests to find 

how the prospect stands. He must be 


| led along and checked up at intervals. 


The skillful agent will know by intui- 


be applied. 





If I| 


the | 


| tion when and how these tests should | 


4. Employ the methods used by suc- 
cessful salesmen. What helps others is 
quite likely to be helpful to you if you 
will make use of it. 

* * . 

5. Associate with men who are win- 
ners and doers. We have learned to 
our sorrow that even a common cold is 
contagious. Just so, the personal influ- 
ence of men who, while they are fair 
enough fellows, have not quite made 


good, will tend to hold you back, On | 


the other hand, you will surely be 
helped and encouraged, in just the same 
proportion, if you make it a point to 
cultivate the acquaintance and to asso- 
ciate with the men who are doers and 
winners in the business world. 


* os ~ 
6. Punctually and carefully make 
good every promise. Get the reputa- 
tion of always making good. Careless- 


ness is enough to render any man poor, 
without the aid of a single positive vice. 
“Tohnny-on-the-spot” is a good name 
to have, and it will do much to help 
you win every time. Punctuality is the 
stern virtue of men of business. And 
it is the cheapest of all virtues. Never- 
theless, it gives force to even an in- 
significant character. Be punctual, 
accurate in your statements, and care- 
ful of every little detail of your work. 





| to exaggerate. A 


Life Salesmen Must 
Have Strict Code of 
Ethics, Bond Man Says 


ELLING life insurance must have 
its code of ethics like any other 
was the statement of Edward 
C. Bendere, manager of force of 
Cassatt & Co., well-known Philadelphia 
brokerage house, and during the war a 


business,” 


sales 


member ‘of the War Loan Board, at a 
recent meeting of the Plico Club of 
the Philadelphia Life. 


“During the war we were al! inclined 
to overstep the bounds of business 
ethics in the hustle and bustle of the 
times. We are just beginning to get 
straightened up and return to the old 
standards of right and wrong. Just as 
a member of a banking syndicate can- 
not honorably sell securities below the 
syndicate price, so life insurance 
agents must live up to certain unwrit- 
ten ethical laws. It is a human weak- 
ness to want to take a short cut and do 
things the easy, but unfair, way. 


Couple Calmness With Enthusiasm 


“It is one of the commonest failings 
among all men who sell to ‘go stale’ on 
a particularly big job. If they have 
worked for days on one big job, they 
are inclined to get overanxious and to 


try to force matters by their very 
eagerness. Enthusiasm is a fine thing, 
but unless coupled with calmness, it 


does not breed confidence in the buyer. 
Agents often make the mistake of show- 
ing too much eagerness where a little 
more of the quiet, confidential bearing 
would bring success. 

“One fundamental to all success is 
a firm belief in your company. Unless 
you think that your company is the 
best company, you should get out. 
When you approach a prospect, you try 
to sell your company to him and you 
cannot do this unless you believe in it 
thoroughly. At the same time, do not 
let your company annihilate your own 
personality. A man may believe in your 
company, yet not buy because he is not 
impressed with you. A combination of 
both company and man is necessary to 
bring the best results. 


Know About Your Prospect 


“The greatest mistake made in sell- 
ing business life insurance is trying to 
sell to a company about which you 
know little or nothing. Before making 
the approach, learn all about the com- 
pany, so that you can sell intelligently. 
This requires study, but no man can 
succeed if he is not willing to study 
in the evenings and in odd moments. 
The greatest asset you can have is the 
confidence in self, born of a thorough 
knowledge and good preparation. 


“There are life insurance agents who 


will make extravagant, if not false, 
statements. Such men cannot believe 
in their companies, for if they knew 


that their company was the best com- 
pany, they would not think it necessary 
man cannot retain 
his self-respect unless he follows busi- 
ness ethics. There is a saying that ‘A 
man has to keep his head up to live 
long,’ and a salesman certainly has to 
be able to hold his head up in order to 
face the world successfully. Fooling 
oneself is one of the commonest kinds 
of deception and one of the least suc- 
cessful. The agent who works in the 
morning and then loafs during the after- 
noon is fooling himself, but he is not 
getting anywhere. 


Surface Hardly Seratched 


“Insurance men have hardly scratched 
the surface of insurance possibilities. 
Thev have mostly confined themselves 
to the wealthy and overlooked the great 
middie and lower classes. It is much 
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Great Southern Life 


Insurance Company 


HOUSTON-DALLAS 
‘Texas’ Hundred Million Dollar Company”’ 


Has never issued a policy with 


Double Indemnity 
Premium Reduction 
Coupons 
Group Insurance 
(No frills or trimmings) 
Issues only 


Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


oO. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 














And We Go Marching On! 


New Business Production for 


First Quarter of 1919-20-21 


1919 1920 1921 
January $5,715,445 $ 6,133,828 $ 8,679,905 
February * 5,985,420 7,909,064 11,530,117 
March 7,139,650 10,699,495 12,734,017 
April 6,981,080 10,519,260 12,801,746 
Total $25,821,590 $35,261,647 $45,745,785 


BANKERS LIFE COMPANY 
DES MOINES 


Geo. Kuhns, President 








THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force $38,782,271 Assets in excess of $4,200,000 
Capital and Surplus $684,153.80 


Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 











Write J. R. KRUSE, Vice-President and General Manager 











WW AN T E D District Managers for 
Good Locations in Ohio 
Write the Home Office for further particulars. Here’s an opportunity 


for a good man to get in on the ground floor with a progressive 
young Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 











better to sell five $5,000 policies than 
one “25,000 policy. In the former case, 
you have spread your lines and stand to 
get more from the same five later on if 
you have done the job right, while in 
the latter case you have limited your- 
self to one prospect. Get others to sell 
for you, but never send out blank 
forms xo clients asking for names. This 
brings only contempt for your business 
methods. Make real friends of your 
clients and they will gladly work for 
you.” 


SEES REVIVAL IN COUNTRY 





Vice-President E. A. Marthens of the 
Great Northern Life Finds Busi- 
ness Has Improved 





Vice-President E. A. Marthens of the 
Great Northern Life of Wausau, Wis., 
who is in charge of the agency depart- 
ment declares that the country business 
begins to show a material revival. The 
farmers are hopeful. They are out in 
their field working. In most localities 
the crops are good and the prospects 
are excellent. Mr. Marthens believes 
that the life agents in the country have 
an opportunity now that they have not 
enjoyed for the past five or six months. 
During the winter season the farmers 
were down in the dumps. They are 
now getting accustomed to the lower 
prices. They find that the cost of liv- 
ing has been reduced to some extent. 
Altogether he feels that the outlook for 
life insurance in the country has im- 
proved in the last few weeks. 


Executive Committee Meeting 


The executive committee of the 
American Life Convention met in Chi- 
cago last week and approved the rec- 
ommendation of the board of managers 
of the medical section, selecting Signal 
Mountain, Tenn., as the place for the 
next annual meeting of the medical sec- 
tion next March. 

The Mutual Life of Illinois was ad- 
mitted to membership. 

The program for the annual meeting 
of the American Life Convention has 
been finally determined upon and will 
be made public within the next week 
or two. 


Nashville Agency’s Good Showing 


T. J. Old of the firm of Old & Weak- 
ley, general agents for the International 
Life at Nashville, Tenn., was a visitor at 
the home office at St. Louis last week. 
He was there in the interest of the 
strenuous campaign for new business 
which his firm has launched. The Ten- 
nessee territory showed a $200,000 in- 
crease last month. 


To Take Charge of Loans 


The Gary National Associates Com- 
pany, the fiscal agent of the Gary Na- 
tional Life, of Gary, Ind., will here- 
after have charge of the loan invest- 
ments of the life company. Wilbur 
Wynant, president of both companies, 
has retired as president of the, Gary 
National Associates Company, retain- 
ing the presidency of the Gary National 
Life. C. Oliver Holmes, president of 
the South Side Trust & Savings Bank 
at Gary, has become president of the 
Gary National Associates Company. 
Mr. Wynant has been elected vice- 
president of the Associates Company. 


Modern Woodmen’s Age Limits 


The head camp of the Modern Wood- 
men of America has voted to extend the 
age limit for beneficiary members from 
17 to 16 years and from 45 to 50 years. 
Policies can now be written for those 
persons who come within this range. 
The influenza epidemic played havoc with 
the Modern Woodmen and the war caused 
further losses. Approximately 2,000 pol- 
icyholders were lost by war and 6,000 
by influenza, calling for payments of 
more than $10,000,000. This necessitated 
an increase in assessments, resulting in 
a defection of 20,000 members. 





“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 


Nat hvenaly? 
neurance Company; 


Home Office, Madison, Wis. 








Agency Openings in 
Indiana 


for men who are ambitious 
to succeed 





Popular Priced Policies 





Specimen Rate 
Age 30 —————-. $14.28 
NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 








“SOMETHING 
NEW FOR 
AGENTS” 


=— — 


National 
American 
Life 
Insurance 
Company 


= —= 














Burlington, Iowa 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE?. Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 














HOTEL WISCONSIN 
Big Hotel of Milwaukee 
HEADQUARTERS fer INSURANCE MEN 
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OPENING FOR COMPANY 
Agency in Illinois, writing between $1,000,- 
000.00 and $2,000,000.00 Insurance a year, 
is open for new connections. 

Address 9-X, 
Care The National Underwriter 














ACTUARIES 


pee F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











rr J. HAIGHT 


onuruaay® 
610-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Building, DOES MOINES, IOWA 








ro C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


J. McCOMB 
e COUNSELOR AT LAW 
_ CONSULTING ACTUARY 
Premi Vi 














J H. NITCHIE 
. ACTUARY 


1828 Association Bldg. 108, LaSalle 9 


CHARLES SEITZ 
_© CONSULTING ACTUARY 








Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








itina Acruary 
402-404 Kraft Md 
Tel. Walnet 3761 DES MO IOWA 


OHN E. HIGDON } Actuaries & Examiners 
Sx C. HIGDON { eo ca'< Building 


REDERIC S. WITHINGTON 
Fis 
































HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


General Managers 
Central and Seuthern Ohie and Northern Kentucky 
601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 





| _——s CLEVELAND, OHIO 


Life Agents Advised 
to Practice Theories 


They Advocate Daily 


it~ EQUITABLE LIFE of New 
4 York is advising its agents to prac- 
tice thrift themselves so that they can 
consistently talk thrift to others. In 
other words, the soliciting agent should 
have a definite life insurance pro- 
gzam_ himself and should understand 
just how much and what kind of 
life insurance he should carry. The 
life insurance man is a missionary of 
thrift. The Equitable quotes from one 
of its agents to show how desirable it 
is to have a systematic plan for invest- 
ing renewal commissions. This agent 
invests his renewals at 6 per cent com- 
pound interest. He explains it in this 
way: 

“I buy a $1,000 bond or 10 shares of 
good preferred stock, putting up a 
bond or stock of like amount to pro- 
tect my account. Each month I deposit 
to this account all renewal checks and 
interest received. It is surprisng to see 
how quickly the new investment is paid 
for. When it is, I begin all over again. 

“The value of this plan is that it 
forces you to live on your earnings, and 
forces you to save all unearned income 
in the form of renewals, which is really 
an agent’s only capital. 

“You have to keep the two things 
separate. It is just as practical to de- 
posit all first years’ commissions in the 
checking account from which you pay 
your current bills, and all renewals in 
a savings bank. The chief value of my 
plan is that you owe your renewals be- 
fore you get them, and can therefore 
make no convincing excuse to yourself 
for not saving them. 

“Renewals come to us in_ small 
amounts. If you don’t think about it, 
they will hardly seem worth saving. 
You will cash your check for ten or 
fifteen dollars, and the money will slip 
through your fingers like a handful of 
sand. On the other hand, if you take 
these small checks away from yourself 
systematically, you will find yourself 
better off each year and gradually ac- 
cumulating capital. 

“The successful agent who squanders 
his renewals is very apt to end by be- 
ing only a successful failure.” 


Chicago Field Men’s Club 


The Chicago Field Men’s Club will 
omit its June meeting and will not re- 
convene until October, at which time 
the election of officers will be held. 
I B. Jacobs, the present president, has 
resigned, both as president and as a 
member of the organization, by reason 
of his recent appointment as assistant 
manager for the Mutual Life. 


Dutch Company in Trouble 


The Kosmos, in Zeist, an important 
Dutch ‘insurance company transacting 
life insurance business, is reported to be 
in trouble. The company has suffered 
large losses on exchange and has made 
many requests for extension. 





Manhattan Life Convention 


The $100,000 Club of the Manhattan 
Life will hold its annual convention 
Aug. 18-19 in Denver, Col. Last year’s 
meeting, which was held in New York, 
was well attended and helpful to the 
agents. 


Actuarial Society Meeting Date 


The fall meeting of the Actuazial 
Society of America will be held in Cin- 
cinnati, O., Oct. 27-28. Members will 
be cuests of the Union Central Life 
while in the city. 


Nearlv 250 members of the graduating 
class of the State College of Pennsyl- 
vania have presented to their alma 
mater about $80.000 in twenty-year en- 
dowment life policies in amounts rang- 
ine from $300 to $500. After the poli- 
cies have been in force for five years a 
loan will be obtained from the insur- 
ance company to be devoted to building 
projects. A similar gift was made to 








THE TWIN CITY LIFE 


Insurance Company 
SAINT PAUL MINNESOTA 


Insurance in Force, $4,421,000 
Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We cin offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 

We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 

If your viewpoint and ours agree, we can do business with each 


other. 
WRITE US 
A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 














Illinois Bankers Life Association 


Organized 1897 
Home Office; MONMOUTH, ILLINOIS 


$100,000,000 Insurance in force—Assets over $1,700,000. 
A good company with an honorable record and a 
wonderful growth. Agency opening right now in 
| South Dakota, Montana and other Western 
States. A connection with us now means financial 
independence later on. Write 


AGENCY DEPARTMENT 

















The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State — Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with A gents 


Home Offices, Wichita, Kansas 














RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL, MINNESOTA 














A text book for beginners, a review book for experienced men, a book that every life insurance man should 
,have—Jacob A. Jackson's “Easy Lessons in Life Insurance.” $1.00, including Quiz Book supplement. The 
| National Underwriter, 1362 Insurance Exchange, Chicago ° 























the institution by the class of 1920. 








THE NATIONAL UNDERWRITER 


June 30, 1921 











THE PEOPLES LIFE 
INSURANCE CO. 


IS NOW BREAKING RECORDS FOR RAPID 
INCREASE IN BUSINESS 


THERE IS A REASON 


WE HAVE 100,000 DIRECT LEADS OF AN 
EXCEPTIONAL CHARACTER 


AN OPPORTUNITY OF A LIFE TIME FOR AGENTS 
— ~ Call on 


HERBERT A. HAWKINSON, Gen’ Agt. 


1204 PEOPLES LIFE BLDG. 
CHICAGO, ILL. 


PEOPLES LIFE 


ELON NELSON 
PRES. 








More Than 144 Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this company. A study of the 
following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
$ 5,614,764 $10,279,663 $ 22,885,957 
371,106 613,615 1,277,277 
49,245,028 89,596,833 251,594,364 





Assets 
Policies in Force 
Insurance in Force 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











“CHILD’S ENDOWMENT,” AGE 5, $1,000 


For 
Children 


Ages 
1 to 16 


Originated 


OF OES MOINES, IOWA. 


YOU COMPANY 
Deposit $39.19 twenty times. Credits you $50, for each deposit. 
Total Deposit . ° - $783.80 Total Cash Credit . $1000.00 


FOUR OPTIONS AT MATURITY 
(1) $1,000 Cash, or 
(2) $1,000 Paid-Up Life Policy and a 00 Cash, or 
(3) $3,239.00 Paid-Up Life Policy 
(4) Loan of $1,000 and $2,239. 00 Life Insurance Paid-Up. 
This is the Policy that was introduced in 1920 and has met with such favorable reception. 
Men of integrity and energy, with or without experience, 
may secure favorable Agency connections by abeninn 


JAS. H. JAMISON, President, Des Moines, lowa r- 











Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








AFE AS A GOVERNMENT BOND 


oO 9) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE 


siitecal LATEST POLICIES AND AGENCY CONTRACT Sai/-07\n¢- 


Openings OHTO,IND. KY. MICH. sed W.VA Write Columbus 











_INTRODUCING LIFE INSURANCE 
BY THE MONTHLY INCOME ROUTE 


——— 


BY R. W. CRAWFORD 
General Agent, Connecticut Mutual Life, San Francisco 


N INTEREST income agreement 
A was put in force through the San 
Francisco office on insurance of 
written for a young widow 
whose beneficiary was her daughter. 
This came about through the intro- 
duction of the subject in this way: 
“What would your daughter be able 
to do with five or ten thousand dollars 
supposing you were to die with that 
amount in the bank?” She replied, “It 
would be expended foolishly. No girl 
has sense enough to handle money suc- 
cessfully until at least thirty.” 
* *~ * 


$5,000 


Here was the cue, and it was ex- 
plained that if her death occurred be- 
fore her daughter reached the age of 
30, this company would hold the pro- 
ceeds of a policy in trust and pay the 
interest on the same to the daughter 
until she reached thirty, and then pay 
the principal. 

This is but an illustration to show 
how the interest income or instalment 
plan may be used favorably to introduce 
the subject of life insurance. 

There are many other ways it may 
be used. Each of us has his own 
peculiarities, and what one can use an- 
other may not be able to use. The 
idea may be the same, but in the man- 
ner and method of use each must adapt 
it to himself or herself. 

* * *~ 

No man will resent an implication 
that he is as human as yourself and 
that he plans to care for those de- 
pendent on him. He will, if properly 
approached, discuss at length his plans 
for his family. He will readily agree 
with you that in case he should be 
called to Europe he would arrange with 
kis bank or the office cashier to see 
that his wife should have her regular 
allowance each month. I find he will 
listen when I say that for a small an- 
nual deposit our company cashier will 
attend to that when he finally goes, 
never to return. 

* * * 

Again, I asked a man recently, in the 
first part of my interview with him, if 
he had ever asked his wife what she 


would do with $25,000 in cash. This 
happened to be the amount of his life 
insurance. He knew me as a life in- 
surance man, but he didn’t know that 
I knew how much he carried. He said 
that he never had asked his wife such 
a question, but was going to that same 
evening. I left at once, saying I would 
see him in the morning. I was there 
at 9:30. Her answer had been that her 
brother would assist her. Well, Mr. 
Man knew her brother. He told me 
he himself was uninsurable and proved 
it. However, the insurance he already ~ 
held, all with another company, is now 
on the income basis. 
* * * 


A man sometimes tells me he has 
all the life insurance that he wants, and 
then comes up the income-for-life idea. 
He is promptly told that if we were 
selling only those who wanted it, we 
would be working in hospitals and 
cemeteries. He always smiles at that 
Then he is told that, as far as I know, 
life insurance or, better, life incomes 
are the only things sold to a man when 
he doesn’t want them. He can buy any- 
thing else under the sun if he has the 
money, but for life insurance he needs 
not only money but health. 

* * * 

Don’t lose sight of the fact that in- 
surance already in existence can be 
used to advantage both in presenting 
an income plan, and also to assist in 
closing for additional insurance. 

* * & 


The wife, who is the homemaker and 
who, while making the home, loses the 


‘opportunity to earn an independent in- 


come, has the right to some sort of 
protection against the risk of her hus- 
band’s death. Children have a right to 
be weil brought up and well educated. 
These rights should be safeguarded 
against the death or total disability of 
the husband and father. In most cases 
there is no safeguard except life insur- 
ance applied in life-income form. Don’t 
be afraid to tell him it’s his duty, but 
always try to keep him smiling through 
your interview. 








PENN MUTUAL AGENTS GATHER 


Thirty-eighth Annual Convention of As- 
sociation at Atlantic City Opens 
Four-Day Session 


ATLANTIC CITY, N. J., June 28.— 
A comprehensive paper on income in- 
surance by Kohn H. Gomps of Toledo, 
O., featured the opening session of the 
38th annual meeting of the Penn Mutual 
Agency Association which got under 
way today at the Marlborough Blen- 
heim, with 45 agents present. In his 
address Mr. Gomps said, “Those por- 
tions of the Diamond Life Bulletin 
Service giving the splendid arguments 
and suggestions of J. Elliott Hall, a 
Life Underwriter of signal success in 
placing large amounts of income insur- 
ance, should be in the hands of every 
agent.” 

The four-day convention opened this 
afternoon with an address by Vice- 
President L. K. Passmore. Following 





Mr. Passmore’s talk Dr. Harry Toul- 
man spoke of the company’s medical 
department problems from the view- 
point of the home office and field. Prior 
to the convention proper, an executive 
session of the Agency Association was 
held at which officers were elected as 
follows: J. Edward Durham, Phila- 
delphia, President; Hugh M. Willett, 
Atlanta, Ga, First Vice-President; 
Joseph H. Harrison, Denver, Colo., Sec- 
ond Vice-President; J. C. Bigger, Pitts- 
burgh, Secretary; Chas. J. Iredell, Cin- 
cinnati, Assistant Secretary, and Clar- 
ence C. Miller, Boston, Treasurer. 

_ A discussion of importance on tax 
insurance will feature tomorrow’s s¢s- 
sion. A handicap golf tourney will be 
held tomorrow and Thursday. 





Journal A. I. A. 


FOR SALE—Set omg ge of 
Actuaries. Ist Edition. JE. Wright's 
Tables. Address 15-D care The Nat'l 


Underwriter. 

















Cash Capital, $200,000.00 





One Success 15 ON We have « contract for you under which your 
income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, fiaitesn 


V. D. CLIFF, President 











